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THE SHIELD COMPANY 


THE NATIONAL 
LIFE & ACCIDENT INSURANCE CO. 


(INCORPORATED) 


NASHVILLE =: =: TENNESSEE 





The Shield Company has paid during the 
past twenty-seven years total claims 
amounting to $51,810,954.80. Shield Men 
are distributing money to policyholders 
every time the clock ticks during 
the working day. 
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GENERAL AGENTS 


Capable men desiring to build their own General Agencies may 
obtain exclusive territory of their own choice with this progressive 
young company. We accept all classes of life risks, age one day to 65 
years. Our best uncontracted territory includes: 


INDIANA— OHIO— MICHIGAN— 
South Bend Lima Calumet 
Elkhart Toledo 
Terre Haute Dayton 
La Porte Marietta 
Michigan City Springfield 

ILLINOIS— IOWA— 


Peoria 
Mt. Vernon 


Nepbritee 
For further information communicate with 


A. O. Hughes, Vice-President in Charge of Agencies 











Farmers National Life Insurance Company 


OF AMERICA 
3401 South Michigan Ave., Chicago, Illinois 
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“THE APPROACH” , ~ 
If you are seeking a General Agency connection you will, no doubt, be interested in a contract with a 
a any which couhinen the advantages of SERVICE TO POLICYHOLDERS and PROFITS TO 
FIE MEN;; one offering PARTICIPATING and NON-PARTICIPATING POLICIES to the Public 
and a FULLY PARTICIPATING CONTRACT to its Agents. One in which the circle of mutuality is 
extended to INCLUDE THE PRODUCER. 
“THE PRESENTATION” 
The Central Life offers a wide range of policies, including Child’s Educational, Mortgage Coverage, Low 
Cost Preferred Risk and Double Protection Policies. 
SERVICE TO POLICYHOLDERS 
Dividend factors: Mortality 1924-1925, 30%. 
Interest earned, 5.8%. 
; Ratio assets to liabilities, $1.12. 
While a stock company, its profits to stockholders are limited by its charter. (Present non-participating 
policies provide for dividends after they are Fea: up—retro-active as to old _— 
SERVICE TO AGENCY ORGANIZATIO 
Practical cooperation from the Home Office, through proven methods; a free educational course te agents 
and ape Hy organization _ for General a, —_ 
Year's record, increasesin paid for business over that o ; 
“THE CLOSE” 
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In common with many other conservatively progressive companies, the Central Life offers a salable serv- 
ice to policyholders—a clean record, a wide range of policies and excellent dividend factors. It also 
offers what is IRRESISTIBLE—a contract providing an OVERWRITING commission adequate to take 
care of the OVERHEAD—one which will enable the General Agent to attract and hold desirable men 
and still operate UPON A PARTICIPATING BASIS. : ’ 

General Agen portunities in Pennsylvania, Nebraska, Kansas, Northern California, Oregon, Mon- 
tana, Colorado, tah and Florida. 

W. H. HINEBAUGH, Pres. W. ROLLA WILSON, S. B. BRADFORD, Secy. 
Vice-President & Agency Director } 
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CENTRAL LIFE INSURANCE 
COMPANY OF ILLINOIS 
CHICAGO 
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We do not believe in high pressure, 
whether it is a life insurance contract 
or a general agent’s contract we are 
trying to place. You can decide for 


yourself after you have the facts—Get 
the Facts. 











We want general agents. 
Name your territory— 
there may be an opening. 


PILOT LIFE 


INSURANCE COMPANY 


Greensboro, N. C. 


A. W. McALISTER 
President 


T. D. BLAIR 
Agency Mgr. 














THE VERDICT 








OUR success as an underwriter depends upon 

the verdict brought in by the greatest jury in 
the world—the American public. For seventy- 
six years the Massachusetts Mutual has been 
building up a nation-wide reputation. Its friends 
are everywhere and are ever ready to testify to 
the efficient service that it always renders. There 
is no better company to buy from and none better 
to represent in the Field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 














MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 


More than a Billion and a Half of insurance in force 








PATRICK HENRY 


stirred the hearts of his hearers by the irresisti- 
ble power of his oratory. But today, something 
besides beautiful language and personality is 
essential to selling of life insurance—‘“specifica- 
tions” must accompany and crystallize the theme 
of the spoken word. 


Clean-cut canvassing depends largely upon the con- 


cise and logical presentation of the salient provisions 
of the policy contract. There must be a complete 
“meeting of minds” between the salesman and the 


prospect if there is to be an effective sale—a sale 
where the coverage is designed to fit the individual 


needs, tersely explained, as well as fully understood. 


Personal Proposals as made by American Central 
fieldmen get instant attention. The Proposals are at- 
tractive in appearance, possessing a smooth continuity 
which epitomizes the policy contract quickly, truth- 


fully, and in a memorable manner. 


— OO 


BIGGER POLICIES are a natural outcome of 
more intelligent selling, as achieved through ad- 
herence to the American Central Personal Pro- 
posal which clearly demonstrates the simplest 
way to acquire adequate life insurance protection. 


ESTABLISHED té 


AMERICAN CENTRA! 
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ARKANSAS 
The Land of Opportunity 


For Men and Women who seek liberal 
— Agency Contracts with a Progressive 


Company. 








Gam 


J. W. Middleton, Jr., is our Manager for 

Western Arkansas and Eastern Okla- 

homa, with present headquarters at 
Mena, Arkansas 


oud + 


Write him in confidence and let your first 
letter tell what you can do. 


LOUISIANA STATE LIFE 


Insurance Company 
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Central States Life 


Insurance Company 


ST. LOUIS, MO. 


Agency Openings in 


ARKANSAS MISSOURI 
CALIFORNIA MONTANA 
COLORADO NEBRASKA 
FLORIDA NEW MEXICO 
IDAHO OKLAHOMA 
ILLINOIS SOUTH DAKOTA 
KANSAS TEXAS 
MINNESOTA UTAH 
WYOMING 
) 


All Ages up to 65 
Participating and Non-Participating 
Standard and Sub-Standard 
Disability and Double Indemnity 


























HOME OFFICE 
SHREVEPORT, LA. 
Assets: $10,000,000 
IRA F. ARCHER INSURANCE IN Force: $90,000,000 
Superintendent of Agencies 
ee Lip 
— Says Increased 


Caeser gy 
A New Plan to Solve 
An Old Problem 


How to gain the confidence of new prospects is an 
old problem. 

The Ohio National Life Juvenile Policy helps to 
solve this important problem. 

The policy is issued at birth and up to age 11 in 
amounts from $1,000 to $10,000, with premium 
waiver in event of total disability or death of the 
father. 

Every father is interested in his boy or girl. The 
juvenile policy is something for his boy or girl. 
He is interested. You get his confidence and he 
places all his life insurance with you. 

The Juvenile Policy is only one of the many services 
that makes it “Pay to Tie Up with the Ohio 
National.” 

General Agent wanted at Dayton, Ohio.—Other 
valuable territory open. 


THE OHIO NATIONAL LIFE 


INSURANCE COMPANY 
CINCINNATI, OHIO 


T. W. Appleby E. E. Kirkpatrick 
President Sup’t. of Agents 




















On July 1, 1927, the Midland Mutual Life in- 
creased its interest rate on dividends left to accu- 
mulate from 44% to 434%. 


The interest rate on policy proceeds was also in- 
creased from 434% to 5%. 


AN EXTRA DIVIDEND TO POLICYHOLD- 
ERS is also payable between July 1, 1927, and June 
30, 1928. 


Midland policyholders are always assured of 
“Performances in Excess of Promises.” 


_ Opportunities to build a future and a fortune 
for yourself as General Agent in 


Illinois New Jersey 
Indiana Maryland 
Michigan Virginia 
Pennsylvania West Virginia 
or 
California 


Address J. A. Hawkins, Manager of Agencies 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 


COLUMBUS, OHIO 
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| NYLIC INCENTIVES and AIDS TO SUCCESS | Po 








)--NYLIC CLUBS-- 


THIRTY YEARS AGO the New York Life 
founded its D. S. O., the $200,000 CLUB, as an 
incentive to Distinguished Service. It also 
provides every candidate with a definite, mini- 


BIG DIVIDEND INCREASE 


Announced by 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 
SIXTH RAISE in FIFTEEN YEARS 













Just three 
ur wd ¢ ypenings 


Springfield, III. 


‘Cincinnati Whole Life Preferred Risk Policy 


Ohio $2.50 lower net cost first year, mum, self-imposed task and yard-stick. 
Grand Rapids, $3.50 lower net cost twentieth year Term insurance does not count. Semi-annual and 
Mich. ‘ . Ordinary Life. } Quarterly business is credited $500 and $250, m= | 
_ than our old Ordin my ‘ $1,000, only as each premium instalment is paid. 
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Dividend increases on other policies 


Ie 


Every year since its foundation this Club has played 
| an important part in the growth of hundreds of 
earnest agents. 







“Closed — Two 
Left 





in proportion. 





BUD 


This places The Minnesota Mutual 
Life Insurance Company among 
the /eading low net cost companies 
of the United States. 


THE 


Its greatest service has been to inspire average agents to reach, 
and remain on, a plane of success. 


Last year 930 Nylic agents qualified for the $200,000 CLUB 
with a tolal paid production of over 312 Millions and 236 
of these agents paid for $400,000 or more. 


The CLUB has grown so large that the TOP CLUB, 





requiring a minimum of $400,000, has recently been 
established. 


| To those capable of still bigger things the TOP 
| 
| 


PLOWS NOLS) PO/ S/W VOLS Ory, 





MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
Now a $137,000,000 company 


CLUB offers another incentive of LEADERSHIP 
with special honor-rewards of the Presidency, 5 Vice- 
Presidencies-At-Large and 12 Departmental Vice- 
Presidencies for those who head the great list. 








| Annual Educational Conferences for Club members 
| furnish inspiration as well as practical sales-and-serv- 
ice-information. 

Club membership helps the agent’s mental attitude 


and his professional equipment, while the larger 
production helps his pocketbook. 
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Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy? 








Home Office 
Armour Boulevard and Main Street 


| New Home Office Building 
wow being erected on the site 
of the famous old Madison 

Square Garden 


NEW YORK LIFE INSURANCE COMPANY 
346 BROADWAY, NEW YORK 


DARWIN P. KINGSLEY, President 
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idland Lite 
Insurance Company 


Kansas City, Missouri 
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There are men selling life insur- 
ance today whose present opportu- 
nities are limited but who have real 
futures. They are experienced, 
write a good volume of business 
and can handle men. But they must 
have a better deal before they reach 
full earning capacity. 


Many deserve to be and should 
succeed as general agents or district 
managers, especially in productive 
fields, representing a sound, grow- 
ing company. 


If you are qualified, make your- 
self known at once to the Midland 
Life, a solid, progressive company 
with $33,000,000 insurance in force 
—a company that meets competi- 
tion in all standard forms of policies 
and actually cooperates with its 
field forces. 

There are choice openings in 
Denver, Sedalia, St. Joseph, Wich- 
ita, Salina, Dallas, San Antonio and 
elsewhere. 

Take the first step toward a big- 
ger future today. Address your let- 
ter to the undersigned personally. 


Daniel Boone, President 
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The Berkshire Life Insurance Co. 


founded in 1851, has just completed its Seventy-Fifth Anniversary, with 

a substantial increase in new business over 1925. All previous records 

have been shattered. This great expansion is due in marked degree to 

oo ae spirit of co-operation between the Home Office and the 
i orce. 


Men contemplating entering the life insurance business would do well 
to communicate with this fine old Massachusetts company before defi- 
nitely deciding. 
BERKSHIRE LIFE INSURANCE COMPANY 
PITTSFIELD, MASSACHUSETTS 
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WOULDN'T YOU 


rather spend your time on pros- 
pects who already know about 
your policies 
or 
have said they are interested 


or 


have asked for details 


or 


have asked you to call? 


All this is made possible through 
the service rendered by our Sales 
Planning Department. 


Pan-American Service also includes— 


Educational Course 

Unexcelled Life Policies 

Child’s Educational Endowment 

Combination Life and Accident and Health 
Policy 

Substandard Insurance for Under-average 
Lives 


Group Insurance 


All Forms of Accident and Health Insur- 


ance 


We have a few attractive general agency 
openings for men not at present attached, 
who measure up to Pan-American ideals. 


Address 


E. G. Simmons, Vice-President and General Manager 


PAN - AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U.S. A. 


Crawford H. Ellis, President 























California 


The Springfield Life Insurance Company 
announces that arrangements have been com- 
pleted to enter the Pacific Coast field, and 


that 


R. H. JENKINS 
Suite 331 A. G. Bartlett Bldg, 
Los Angeles 


has been appointed as General Agent for the 
State of California. 


Real Old-Time, Life—Time Agency Con- 
tracts, with Liberal First Year Commissions, 
and Non-Forfeitable Renewals, are available 
to live, wide-awake men of proved ability. 





All Standard Policies are written, with or 
without Total and Permanent Disability, 
Premium Waiver and Double Indemnity. 























Serve and Succeed With 
the Springfield 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 








For information regarding territory and commissions, call 
on or write to R. H. JENKINS, General Agent for the State 
of California, Suite 331 A. G. Bartlett Bldg., Los Angeles. 
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COMPANIES HAVE MANY 
FARMS ON THEIR HANDS 


Forced to Foreclose Hundreds of 
Mortgages Owing to the 
Rural Depression 


OPENED NEW PROBLEMS 


Hope to Work Out of the Situation 
with as Little Loss as 
Possible 


Life insurance companies are working 
out as best they can the entirely new 
situation that confronts them on account 
of foreclosure many farm mort- 


Companies that prior to the war 


on so 
cages. 
made their major investments in farm 
loans found themselves confronted with 
an amazing situation when the 
cultural situation took a bad break and 
arm values dropped materially. Today 
there is but little market for farm prop- 
‘tty. Companies have disposed of some 
rms but the others are not moving. 


agri- 


‘rT 


Took Over Many Farms 


Some companies have as high as 2,500 
farms on their hands. If they sell them 
at present they would incur quite a 
heavy on the investment. Farm 
values have sagged to the very bottom 
and there is no likelihood of a demand 


loss 


for farm property for the next tew 
years. The companies feel that their 
Wisest course is to nurse these farms 


ilong until they can dispose of them 


vith as little loss as possible. Oklahoma 


s a particularly bad state because so 


inv farm loans were made there. Loan 
ompanies were very active in Okla- 
ma and throughout the entire state 


here are hundreds of farms owned by 
fe insurance companies Companies 
found it necessary to establish 
agricultural department, putting a 
man in charge to torm an _ organ- 
zation to look after the renting of 
he farms, checking up on the sales, see- 
ng that taxes are paid, repairs made, 


ave 


Altogether the farm land end of 
some life insurance companies has as- 
sumed large proportions. 


Confronted with the Law 


of the features now confronting 
ompanies is a law in many pro- 
hibiting life companies from owning real 
with the exception of that occu- 
pied by a home office. As a rule com- 

ies are given a certain period of time, 
hve years for example, to dispose of any 


One 


states 


estate 


real estate that they may have. Sup- 
sedly this law was enacted a number 
years ago to prevent real estate 
speculation. That danger however has 
issed so far as life insurance com- 
nies are concerned. No one foretold 
he peculiar conditions that now con- 
r companies in having so many) 
tarms on their hands. Undoubtedly a 
will be made to get these laws 
modified so that the companies can dis- 


se of the property without too great 


vese farms were forced on the 


NEW YORK LIFE MEN 
TO MEET NEXT MONTH 


PLAN REGIONAL CONVENTIONS 


Various Units of $200,000 Club Will 
Convene at Same Time—Top 
400 Meet Separately 


The annual meetings of the $200,000 
Club of the New York Life will be held 
Sept. 13-15, regional conventions of the 
various departmental groups being 
scheduled for these three days The 
largest single group will be the combi- 
nation of the northwest, southwest and 
central departments which will meet at 
Mackinac Island in Michigan and at 
which 400 qualified club members will 
be present. Second Vice-President L. 
Seton Lindsay, Edward Mimme, chair- 
man of the classification committee, and 
Robert E. Dedell, assistant secretary of 
the company and secretary of the $200,- 
000 Club, will be the home office group 


representing the company at this re- 
gional meeting. S. O. Buckner, in- 
spector of the northwest department; 


Richard Oliver, inspector of the south- 
west department, and R. E. Whitney, 
inspector of the central department, 
will be in charge of the convention. An 
elaborate business and _ entertainment 
program has been arranged, with a golf 
tournament as the feature. 

The other regional meetings of the 
$200,000 Club will be held at the same 
time, the vice-president of the company 


being present at each of these, together 
with other representatives from the 
head office The eastern department 
will meet at Atlantic City, the great 


middle department at Niagara Falls and 


the western department at Del Monte, 
Cal. 
he top 400 club, the organization of 


the leading producers of the entire com 
pany throughout the country will meet 
at Swampscott, Mass., Sept. 7-11, the 
entire delegation of home office officials 
being present at that session. 


life com- 
sustain a 
have gone 


market at the 

panies would be 
very heavy 
down below what they were prior to the 
inflation. Feeling that now there is no 
danger of land speculation the restric- 
tive measures may be removed so that 
life companies can hold their farm prop- 


present time, 
called on to 


Values 


loss. 


erty until there is a readier market. One 
company president stated that unless 
this be done the companies should be 
permitted to trade this property for 


other securities that they can handle to 

better advantage. It is the feeling how 

ever that unless some movement be 

made to liberalize the statutes some 
very heavy losses will be incurred 
Loan Sparingly on Farms 

At the present time companies are 


loaning sparingly on farms, only taking 
property where the conditions are pros- 
perous and the outlook is favorable 





City loans have come into popularity 
and many companies are now loaning 
money on well established suburbs and 
subdivisions whose future is not doubt- 
| ful. City land values in many cases 
have increased materially. This seems 
to be therefore a favorable outlet for life 


insurance money at this time 


ville 


|ROGER B. HULL IS 
INDUCTED INTO OFFICE 


HEADS NATIONAL ASSOCIATION 
Prominent Life Underwriters Present as 
New Managing Director and 
Counsel Takes Charge 


NEW YORK, Aug. 3.—Roger B 
Hull, new managing director and gen- 
eral counsel of the National Association 


of Life Underwriters, was formally in 
ducted into office here this week at na 
tional headquarters in the presence of 
many prominent men in local hfe un 
derwriting circles 

Among others attending the cere 
mony were President P. M. Fraser ot 
the New York Association; W. M. Col 
lins, president of the local association 
last year; Secretary F. P. McKenzie, G 
C. Wuerth, chairman of the executive 
committee; Edward J]. Sisley and Joseph 
D. Bookstaver of the Travelers; Clancy 
D. Connell of the Provident Mutual and 
Charles A. Foehl of the Prudential, 
who presided at the meeting in the 
forced absence of Hugh D. Hart, chair 
man of the committee on reorganization 

Purpose of Heorganization Told 
Introducing Mr. Hull, Mr. Foehl said 


that the purpose of reorganization was 
to intuse more energy into the affairs ol 
the association, which will henceforth 


devote more of its efforts to helping local 


associations m various cities, and to 
make the association so strong that its 
head can meet the public and the presi 


dents of life companies as the accredited 
representative of the lite agents of the 
country Saying that his work has con- 
tributed much toward giving the Na 
tional Association its present high stand 
ing, Mr. Foehl paid a tribute to Secre 
tarv Everett M. Ensign, who also spoke. 
pledging his cooperation in working out 
the new program of the association 

In a short talk Mr. Hull thanked the 


representatives of the New York life 
underwriters for their interest in his ap 
pointment and asked them for their help 


in the solution of many difticult prob 
lems, promising on his own part that 
he would devote his best and undivided 
efforts to bring the association to its 


highest efficiency 


F. L. Brown Made President 


Francis & Brown, vice president and 
secretary of the Rockford Life of Roc} 
tord, Il] has been elected president t 
succeed P \ Peterson who died re 
cently. Mr. Brown has been identified 
with the Rockford Life since 1910 whe 
he became agency director. In 1918 he 


became general manager and was elects 


secretary. He has made a success in de 


veloping the company It is operating 
in 15 states It has insurance in forces 
amounting to $21,772,517. The total 
come last vear was $643,888 
Lacy on Southern Tour 
©) I. Lacy, second vice-president in 


charge of agencies for the Minnesota 
Mutual Life, was in Louisville, Ky., last 
week in conference with the local rep 
resentatives of the company. Mr. Lacy 
an agency tour, going from Louis- 
to Indianapolis and then into Ohio 


is on 


| COMPREHENSIVE REVIEW 
OF DISABILITY GIVEN 





| Discussion by Arthur Hunter 
Was Feature of London 
Convention 


ALL PHASES SUMMED UP 


Experience of American and Canadian 
Companies Given in Composite 
Picture of Business 


As the total and permanent disability 
feature is one of the most interesting 
subjects of the day to the life insur- 
ance fraternity not only here but abroad, 


the recent Interna- 


tional Congress of Actuaries at London 


members attending 





ARTHUR HUNTER 


New York Life 


that of the best 
informative papers read at the 


Benefits 


generally agreed one 


and most 


meeting was that on “Disability 


under Life Insurance Contracts in the 
United States and Canada” by Arthur 
Hunter, vice-president and actuary of 
the New York Life In his paper he 
brought together the general knowl- 
edge that has been acquired in regard 
to selection of risks, construction of 


premiums, development of new features 
treatment of claims, differences of opin 


ion with policyholders, and the effect of 


these various factors on new business 
Popularity of Feature 
“So universal is the practice in this 


country that 98 percent otf the companies 
issue policies with a clause providing for 
certain benefits in event of total and 
permanent or presumably permanent dis- 
ability,” he said, declaring that no de 
pment of recent had made a 
ater appeal to the public. “So great 
growth that premiums have in 
(CONTINUED ON PAGE 10) 


vel years 








ABRAHAM LINCOLN LIFE 
AGENTS IN CONVENTION 


RAIL SPLITTER CLUB MEETS 


Production of Life and Accident and 
Health Insurance Discussed at Ses- 
sions of New Organization 





The Rail Splitter Club, recently or- 
ganized production club of the Abrakem | 
Lincoln Life of Springfield, IIL, held 
its first annual convention this week at 
the Edgewater Beach hotel in Chicago, 
with 50 or more agents in attendance. 
F. M. Feffer, vice-president and agency 
director of the company, was in gen- 
eral charge of the convention, The 
opening session Monday morning was 
devoted almost entirely to the intro- 
duction of qualified members, the an- 
nouncement of club officers and distribu- 
tion of prizes. The officers of the club 


for the current year, based on produc- 
tion, are as follows: ‘ 

Life department—President, E. W. 
“ag Sterling, Ill.; vice-president, Les- 


Day, Jerseyville, Ill. 
gree 4 nt and health department -Pres- 
ident, George Tomlins, Canton, O.; v ice- 
president, George Swisher, Beardstown, 
Il 


Discuss “Correct Approach” 


The principal feature of Tue sday's ses- 
was a discussion of “Correct Ap- 


sion 
proach,” led by A. D. Freyer, manager 
of the sales promotion department. Mr. 


Freyer urged that different approaches 
should be made in meeting different 
needs and presented a number of the 
important needs that can be met by life 
insurance, asking for suggestions as to 
the best form of approach in connec- 
tion with the meeting of that particular 
need. He advised the use of some 
special name for the policy, to describe 
its adaptation to certain needs, suggest- 
ing for example that if the prospect is 
approached on the basis of being able 
to continue his salary or income after 
his death, it should be referred to as a 
“salary continuance contract;” where the 
purpose is to keep the family going until 
the children become self-supporting, it 
could be called a “readjustment policy,” 
with similar designations appropriate to 
the other purposes for which the policy 
is to be employed. 

-_ 


tmphasis on Income Insurance 


Emphasis was laid on the idea of in- 
come insurance and starting a man on 
an insurance program. In reply to a 
suggestion from the floor that very tew 
men were able to pay for the amount 
of insurance they really need, it was 
stated that it is the agent’s place to 
show them their needs, and start them 
on the program, even if they are unable 
pay for all of it at the time. 
Several good suggestions were offered 
adapting the terminology to the case, 
including the reference to general debts 
that a man may have as “unrecorded 
mortgages;” asking him whether he has 
a “sight draft for Washington,” in ref- 
erence to the need for inheritance tax 
protection, and that in any solicitation 
the agent should “‘you’ him and get 
him to ‘ves’ you.” 


to 


President Hill's Talk 


H. Hill, president of the company, 
spoke briefly at the close of the Tues- 
day morning session, emphasizing the 
points made by Mr. Freyer in regard to 
meeting specific needs. He said that 
a physician would not be very highly 


THE 


JUSTICE CRAIN'S RULING 
FAVORS PRUDENTIAL 


MOTION TO DISMISS DENIED 


NATIONAL UNDERWRITER 


_EXAMINATION REPORT OF 


PACIFIC MUTUAL IS MADE 


COMMEND COMPANY HIGHLY 


| Company’s Counsel Wins Point That Five States Participated—Cite Possible 








regarded who gave the same medicine | 


for typhoid fever and mumps or a law- 
ver who presented the same line of 
argument in every case, and there was 
no more reason for a life insurance man 
to offer the same type of policy to every 
prospect. He also stressed the idea of 
working out a program and suggested 
that every agent should make out such 
a program for himself before trying to 
sell the idea to others. 

E. C. Budlong, vice-president of the 


Case Arising From Snyder Policy 
Should Go to Equity Court 


NEW YORK, Aug. 4.—The Pruden- 
tial won an important victory here last 
week when Justice Crain denied the mo- 
tion of Mrs. Ruth Snyder, now at Sing 
Sing under sentence of death for the 
murder of her husband, Albert Snyder, 
for an order dismissing the suit of the 
Prudential, which is seeking to cancel 


two policies for $95,000 on the life of 
Snvder 

Counsel for Mrs. Snyder contended 
that the facts did not warrant a pro- 


an action at law, 
would be heard 
judge sitting 


but 
Case 
of by 


ceeding in equity 
in which event the 
by a jury instead 
in equity, 


a 


Prudential Wins Point 


Prudential, James 
his point that the 
in equity because 

made with 


for the 
won 
tried 


As counsel 
H. McIntosh 
suit should be 
no contract had been 
der, arguing that Mrs. 
for the policies with intent to kill Sny- 
der and obtained his signature to the 
application surreptitiously. He also 
stated that no claim for the payment oi 
the policies had been submitted to the 
company and that the administrator of 
the Snyder estate would be made a 
party to the suit as soon as he is named. 
In refusing to dismiss the complaint 
the company on the motion of Mrs. 
Snyder, Justice Crain said 


Cannot Sue at Law 


‘The plaintiff cannot sue at law, and 
if it cannot sustain an action for equit- 
able relief, it may be compelled to wait 
a prolonged and indefinite length of 
time without ability to procure an adju- 
dication on the question of the validity 
of the policies as contract obligations, 
with the attendant necessity of setting 
aside to its detriment during such 
period the amounts which would be 
payable under the policies if adjudged 
to contracts binding upon it. This 
is a consequence from which the plain- 
tiff is in a measure relieved it allowed to 
maintain the present action. These con- 
siderations lead to the denial of the mo- 


be 


|ifving approval of the 


| which 
Sny- | 
Snyder applied ' 


| home 


tion.” 
If Justice Crain’s ruling is upheld, it | 
is hoped to have decision on the issues 


within the next few months. 


Federal Life of Chicago, was the speaker 
at the luncheon Tuesday. He spoke of 
the higher standard of ethics and the 
greater spirit of cooperation among in- 
surance companies at the present time 
one of the great developments of 
recent years and devoted some atten- 
tion to the question of life indemnity 
in accident and health insurance. which 
has been brought especially to the fore 
in recent weeks. 

The convention was divided Wednes- 
day morning into for the life 
and the accident and health departments, 
the principal feature of the accident and 
health session being the presentation of 


as 


sessions 


the company’s new sales chart by O. 

F. Davis, assistant agency director of 

the accident and health department. 
Business sessions were held in the 


mornings only, the afternoons and even- 
ings being devoted to recreation 


Shows Good Increase 


The Western Reserve Life of Muncie, 
Ind., reports a large increase in business 
for the first six months of this year, 
the new paid business in these six 
months amounting to $852,924 com- 
pared with $458,458 in the same period 
of 1926. The increase of insurance in 
force in the first half of this vear was 
$394,466. 


| Sage 


| the 


$4,000,000 Additional Surplus Which 
Might Be Claimed 


The regular triennial convention ex- 
amination of the Pacific Mutual Life, 
conducted by the California, Montana, 
Ohio, Texas and Idaho departments, has 
been completed and the examination re- 
port made public, showing a very grat- 
company and its 
The examination covered the 
experience of the company as shown in 
the annual report for 1926, and 
brought up to date by current material. 


operations, 


Granted 34,000,000 Excess Surplus 


Or particular interest is the fact that 
the examiners have credited the company 
with $4,000,000 more of and sur- 
plus, than the company has taken to it- 
self. The largest item in this connec- 
tion the home office property which 
the company values at ¥6,913,576 and 
the examiners have appraised at 
$10,791,525 A committee of appraisers 
well in values in Los Angeles 
placed a market valuation on 
erty at this figure. Thus there is a dif- 
ference of $3,877,049, which the com- 
pany has not taken as a book credit and 
which, if they did it might 
in its unassigned surplus. In line with 
its conservative policy, the company is 
holding the home office property at cost, 
rather than present market value, al- 
though it is now four or five times as 
valuable as when purchased. 


assets 


is 


versed 
the 


so 


Excess Bond Values Also 


In 


aminers 


departmental ex- 
company with 
nearly half million additional on the 
valuc bonds owned. The company’s 
assets show $19,631,299 of bonds owned, 
which was found to be correct on the 
basis of the company’s method of val- 
uation. The examiners pointed out how- 
ever that the actual market value of 
these bonds as shown by the book otf 
valuations of securities, would increase 
the company’s figures, $457,852. The 
company not take credit for this 
amount, which it might do, and _ this, 
added to the increased valuation of the 
office property, 
total ledger assets of the company 
$4,000,000, all which would be 
ited to unassigned surplus. 


addition the 
credited — the 
a 


or 


does 


over 
or cred- 


Company Is Praised 


Throughout the report reference is 
made to the excellent wav in which the 
company has handled its detail work, 
speaking of the company’s accounts and 
records as “accurate” and “adequate for 
its large and varied business.” It is 
stated that “the weneral underwriting 
policy is conservative.” It further 
pointed out that “the company’s recent 
mortality experience has been very favor- 
able and extremely consistent. It is 
said that the life policy forms issued 
by the company are “well drawn, clear 
in their positions and fair to the in- 
sured.” Considerable time was devoted 
to investigation of the payment of claims 
and on this department of the business 
a very favorable report was rendered. 
Speaking of the mortgage loans amount- 
ing to $59,498,448, the examiners com- 
mend the manner in which this depart- 
ment is conducted. 
average rate of interest earned on mort- 
loans in 1926, was 6.23 percent. 
total amount of overdue interest at 
end of the year was 


is 


The 
$16,700, “a 
very small amount in proportion to the 
total of the mortgage loans.” Of this 
amount $5,676 has since been collected. 

Some of the major items in the com- 
pany’s annual statement as approved by 
the examiners are: 

Cash income, 1926, $34,831,844; dis- 
bursements, 1926, $22,687,726: admitted 
$117,147,464; reserves on policies 


assets 


include | 


would add to the } 


| Francisco 


MISSOURI STATE LIFE 


CONVENTION ON COAST 
MEETING OF $250,000 CLUB 
Wallace C. Niedringhaus of St. Louis 


Announced as New President—Ad- 
dresses by Company Officials 


SAN FRANCISCO, Aug. 4.—More 
than 250 guests of the Missouri State 
Life, members of the company’s Quar- 


arrived in San 
Sunday for a three-day con- 
vention held Aug 1-3. The mornings 
of the three days were devoted to busi- 
ness sessions and the afternoons to en- 


ter Million Dollar Club, 


| tertainment features. 


prop- | 


The opening session Monday morning 
featured the 


was by announcement oi 
Vice-president Hillsman Taylor that 
Wallace C. Niedringhaus of St. L ouis 


had won the presidency of the club an 
the presentation of a gold watch to Mr. 
Niedringhaus and several of the past 
presidents of the club, including W. ] 
Behrens, Robert C. Newman and H. 
Lorick, in recognition of their achieve- 


|} ments. 


Utah Commissioner Is Speaker 


Another feature was the attendance oi 


J. G. MeQuarrie, insurance commis- 
sioner of Utah, who spoke on “The 
Value of Life Insurance.” After re 
|}marks by Vice-Presidents Carter and 


| ment” 


of various 
closed with 


Moriarity and_ discussion 
sales problems, the 
an address by Judge 

Tuesday’s business session was fea- 
tured by an address by Dr. A. R. Stone, 
an open discussion on partnership in- 
surance, address on group insurance by 
Vice-President Reichgott, open discus- 
sion on “How to Close and Get Settle- 
and discussion on “Life Selec 
tion” by Assistant Secretary Everett. 
Accident insurance was discussed by J. 
L. Rainey. 


session 


Allen May. 


Wednesday's Session 


J. VP. Licklider opened the Wednes- 
day business session, explaining the part 


| played by the publicity department, fol 
lowed by discussion of mortality by C 
QO. Shepherd, actuary of the company 
Selling methods and sales helps by 


| ot 





It is stated that the | 





President 
field 


branch managers from various parts of 
country featured the session, which was 
closed by Vice-President Taylor, who 
spoke on “Our Progress.’ 

Arrangements for the entertainment 
of the company’s guests were in charge 
manager of the 


Stuart C. Tompkins, 
San Francisco office of the company 
The party returned east Thursday 
morning on a special train. 

Company Officials in Attendance 

Company officials who came to San 


convention in 


W. Frank Car- 


Francisco to attend the 
cluded Hillsman Taylor, 
ter and Levering Moore, first vice-presi- 
dents; John J. Moriarty and Henry 
Reichgott, second vice-presidents; C. O 
Shepherd, actuary; Dr. A. R. Stone, as- 
sistant medical director; Frank N. Ev- 
erett, assistant secretary and head of the 
underwriting department; J. P. Lick- 
lider, head of the publicity department: 
Allen May, counsel; Hugh McGehee, 
assistant secretary; C. H. Hempel, cash- 
ier; M. W. Heitzeberg, assistant to Vice- 

Taylor, and J. L. Rainey, 
representative of the accident de 
partment of the company. 


required by law, $101,170,305; paid for 
life insurance in force, $628,535,911; 
premiums collected in accident depart 
ment in 1926, $5,757,295: surplus set 
aside for dividends to policy holders, $4,- 
657,413; unassigned surplus, $5,297,952: 
capital stock, $3,000,000. 


Eldredge, Carolan, Graham & Cleary of 
Chicago, casualty and fire agents, have 
opened a life insurance department tak- 
ing an agency of the Penn Mutual Life. 
clearing through Clyde J. McCary, gen- 
eral agent. 





JB 


uis 
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JEFFERSON STANDARD MEN 
IN ANNUAL CONVENTION 


CLUB SESSION AT QUEBEC 


Members of $200,000 Organization En- 
joyed Week’s Business—Enter- 
tainment Program 


About 200 were in the party which 
attended the Jefferson Standard educa- 
tional conference which was held at the 
Chateau Frontenac, Quebec. The group 
included the agents who had qualihed 
for the trip by paying for at least $200,- 
000 of business during the year which 
ended June 1, wives of some of the 
agents and home office officials. 

A special train left Greensboro, N. C., 
the Jefferson Standard home city, July 
10. It carried delegates from the south- 
eastern and eastern states to Niagara 
Falls where the party was joined July 11 
hy convention-goers from the west and 
southwest. The entire party was taken 
ior a sight-seeing tour around Niagara 
Falls and then moved by special cars 
down the famous Gorge Route to Lewis- 
town, N. Y., where a steamer of the 
Canada steamship line was boarded 
lravel continued by boat to Quebec. 


O’Donohue Presided 


All the convention sessions were pre- 
sided over by Vice-President and Agency 
Manager W. T. O’Donohue. The ad- 
dress of welcome was made by Presi- 
dent Julian Price. This was followed by 
an address given by Vice-President W. 
KE. Blair, Oscar A. Ayala of Tampa, on 
the behalf of the Jefferson Standard 
Florida agents, then presented to Presi- 


dent Price a very beautiful watch. Mr. 
O’Donohue introduced some of the new 
agents. 

Mr. O'Donohue next introduced W. 


L. Brooks, president of the $200,000 
Club, and at the same time presented 
Mr. Brooks with one of the company’s 
“millionaire buttons,” Mr. Brooks hav- 
ing paid for $1,200,000 new business dur- 
ing 1926. Elmer S. Albritton of Dallas 
was next introduced as vice-president of 
the $200,000 Club. Mr. O’Donohue pre- 
sented suitably engraved gold fountain 
pens to the members of the company’s 
Mary Taylor Club. These men con- 
sistently paid for not less than $20,000 
new business each month of 1926. At 
this stage of the meeting $2,800,000 new 
business written by those in attendance 
during a few days just prior to the con 
vention, was presented to President 
Price. 

Twenty-year service buttons were pre 
sented to Dr. J. T. J. Battle, one of the 
company’s medical directors, and Gen 
eral Agent L. F. Long of Newton, N. C 


Honor Trophy Awarded 


At the second day's business session 
the Holderness Cup was presented by 
Vice-President George A. Holderness to 
P. H. Mason, manager of the Norfolk. 
Va., branch office. This cup is awarded 
annually to the agency which has made 
the best renewal record of second-vear 
business, written during the previous 
vear. To be eligible for competition the 
izency must have written at least $500,- 
000 new business during the previous 
vear. Mr. Mason made a very interest- 
ing response. 


Elmer S. Albritton, a joint manager 
for the company at Dallas and one of 
the company's largest personal produc 


ers, responded to Mr. O’Donohue's re 
quest to hear from the president of the 
lulian Price Club. 

Dr. Battle then talked to the conven- 
ion about the selection of risks. He 
told the agents that the company's ex- 
erience was to a great extent dependent 
upon the cooperation of the agents in 
he field. He emphasized to them that 

properly trained agent in his face-t« 
face contact with the prospect can pick 
the proper risks almost invariably and 


i fit of the 


| kind that stays on the books. 


LIFE 


VICTORY LIFE AGENTS 
HEAR DR. BOUSFIELD 


ADDRESS IS EDUCATIONAL 
President of Liberty Life Analyzes 
Place of Agents, Home Office Men 
in Scheme of Company 


Dr. M. O. Bousfield, 
Liberty Life, was the principal speaker 
at the Thursday morning session of the 


pre sident of the 


Victory Life convention in Chicago last 
week. His subject was “The Business 
of Life Insurance.” He made an an 
alysis of conditions in the home office 


of any insurance company for the bene 
agents present, advising them 
to learn all they can about the practices 
followed by their company in the con- 
duct of home office affairs and saying 
that much criticism of home office meth 


ods will be eliminated if agents try to 
understand them. Regarding waste oi 
money through overhead expense, he 
said: 
Waste Ix Condemned 
“Ii a company spends much to gain 
business, the business should be the 


All parts 
of the company should be well balanced 
and should work together smoothly. If 


it costs more to obtain business than 
the actual commission limits warrant, 
then the company will come upon 
trouble. The problem of overhead 
should lie between the field force and 
the home office. If the field men get 
the idea that the home office men aré 
drawing too much money and are hav 


ing a fine time of it generally, the field 
force morale will suffer. The home of 
fice, in turn, should do utmost to 
kcep down the overhead.” 


its 


Importance of New Business 


On the head of the mortality rate and 
increasing business, Dr. Bousfield said: 
“Why do most Negro companies have 


such high mortality rates and most 
white companies have such low mor 
tality rates? The reason is that with 
the Negro companies, the mortality 
lcatches up with the new business be 
cause only the same amount of new 
business is obtained each year The 


| mortality 


record does not depend alto 
gether on the medical department. It 
depends also in part the 


on agency 


| force 


; new 


| ing 
land so on 


| with improvement of the mortality 


Mortality Can Be Improved 


“If a 


business 


company obtains $100,000 of 
this year, it should obtain 
$150,000 next year, $200,000 the follow 
vear, $300,000 the year after that, 
hus the company’s income 
will increase steadily, and the mortality 
rate will improve.” 

Dr. Bousfield advised the agents that 
rat 


INSURANCE 


among Negro insureds, the competition | 


colored and white agents will 
He advised his hearers to 
business from as many angles 


between 
increase 
study the 


as possible and be prepared to meet 
competition, no matter from what quar 

ter it come He also told them that 

until agents are self supporting from | 
their commissions or from their sala- | 
ries and reduced commissions, the com- | 
panies for which they work will con- 

tinue to be shaky 


Standard’s excellent experience with the 
non-medical business The Jefferson 
Standard was a pioneer in this field, hav 


ing been one of three United States 
companies which simultaneously first 
issued non-medical business. Mr. Kling 
man congratulated the agents on their 


splendid cooperation and told them the 
Jefferson Standard had no reason to re 
gret the entry into the non-medical 
field 
Vice-President 


and Secretary F. F 


prevent selection against the company. | Cann next talked to the agents about 
Chief Underwriter E. C. Klingman | the selection of good risks. He also 
next told the agents of the Jefferson | stressed the assistance that the men in 


EDITION 


CONVENTION PROGRAM 
FOR THE GUARDIAN LIFE 


AGENCY MEETING IN CHICAGO 


Number of Talks Are Scheduled for 
the Annual Roundup of the 
Field Leaders 


The Guardian Life of New York has 
announced its convention program tor its 
annual agency meeting at the Edgewater 
Beach hotel, in Chicago, Aug. 8-10. The 
speaker at the banquet will be State 
Senator Harold C. Kessinger of Aurora, 


Ill., editor of Kessinger’s “Mid-West 


Review The program is as follows 


Menday, Aug. S 


Convention called to order, Max Rei 
both, President Leaders Club 


“Welcome to Chicago,” Walter Kk 


Webb, Vice-President National Life 
l. S. A., Chicago 

“The Company's Welcome Vice 
President T. Louis Hansen 

“A Glimpse from the Outside,” C. M 
Cartwright, Managing Editor The Na 
tional Underwritet 

l’resentation of Club Awards, Vice- 
President T. Louis Hansen 

Remarks, George Hoffman, Chicago 

Remarks, Inspector of Agencies James 
\. McLain 

Announcements 

Adjournment 

Golf tournament in afternoor 

Dinner at Golf Club—Dancing 

Tuesday, Aug. 0 

Convention called to order, Vice-Presi 


dent T. Louis Hansen 
(ireetings from Axel Torkelson 


Finding Trospects,” N s Barrows 
New York 

“Golfing for Applications,’ rR I, 
Stevens, Evansvills ¢. T. Smith Ft 


Smith; Leon Alexander, Brooklyn 

“Nursing Prospects,” John C. Greg- 
sumer, Chicago 

“One Prospect vs, Five Policyvholders 
rn. G. Flamm, Cincinnati 

“Consistent Progressive Production 
David Goodfriend, New York 

Term Conversions,’ Arthur L. Beck 
Buffalo 


Southern Selling 
Shreveport 
‘Prospecting Through 
H. Brady, New York 
“How Inspections 
™, Hill, Atlanta, Ga., 
tail Credit Company 
The Medical Question Box, Dr 
BR. Piper, Medical Director 
Luncheon Executive Committee Lead 
Club 


tall Game 


Strategy,” R Cc 
Leeves 
References,” J 
Are 
Vie 


Mads 
President, 


Walter 
Re- 


Charles 


Brooklyn vs. Chicago 


Ranquet 


Wednesday, Aug. 10 


illed to order, Inspector 
A. McLain 


Assistant 


Convention «¢ 
of Agencies James 

Remarks Agency 
Weidenborner, Jr 


Frank F 


Actuarial Question Box, Associate Ac- 
tuary Valentine Howell 

“Prospect Bureau,” William F. O'Con- 
nor, Syracuse 

“Warming Up the Cold Canvass,” G 
w Adams, Los Angeles 

Attention Getters,” Sidney J. Brown, 
Jacksonville 

“Beneficiaries,” W. R. Riddle Phila 
delphia 

Within the Interview,” E. FE. Floyd 
New York 

‘Closing Business Hillis «(. Rhyan 
Milwaukee 

General Question Box 

Address, Ralph A. Trubey, Fargo 

“The Convention Closes,” Vice-Presi 
dent T. Louis Hansen 
the field can offer to the home office 


underwriters. 

Mr. O’ Donohue 
G. Allen, manager at 
who told how he had ma 
improvement in 


next called on Claude 
Fort Worth, Tex.., 
1 wonderful 


ic a 
his renewal record by 


giving some real thought to the subject 
On the third day A. V. Mozingo, su 
perintendent of agents, gave a very 
interesting talk about “The Average 
Agent.” Mr. Mozingo brought out for 
hlv the need for systematic work. John 
W. Umstead of Durham, N. C., one of 


the company’s leading personal produc 
(CONTINUED ON NEXT PAGE) 
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W. W. WILLIAMSON AND 
DARBY A. DAY SPEAK 


ARE GUESTS AT CONVENTION 
General Agents Address Field Men at 
Midland Mutual Life Meeting 
in Chicago 


W. W. Williamson, Chicago general 
agent of the Connecticut Mutual Life, 
and Darby \ Day, Chicago, gen 
eral agent of the Union Central 
Life, were guest speakers at the Fri 
day morning session of the convention 


of the 
cago last 


ect We 


Midland Mutual Life held in Chi 
week. Mr. Williamsdn’s sub 
is “Success” and Mr. Day's “Man- 
power in Agency Building.” Both 
speakers were accorded a rousing re 
ception and each gave the agents an in- 
spirational message 

“We start crying for success at birth,” 
Mr. Williamson said, “and we do not 
stop crying until we have obtained it 
{The men in the insurance business 
merely are continuing a_ well-formed 
habit. The only question is whether the 
habit is functioning smoothly 


\aent Werks for Himeecif 


‘ 


Phe first thing a life ager 
niust understand is that he is in busi 
for himself. He is president, vice 
president, secretary, treasurer and all 
the officers of his business. Eac! 
appreciate it and work from 


very 
ness 


other 
ian must 
that angle 

“Next he 
Ing life 
terms ot 


forget that he is sell 
and begin to think in 
freedom from worry 
from from ignorance and from 
poverty And in doing this selling h 
appreciate that system, work, are, 
as in any other business, the basic ek 


must 
msurance 
selling 


loss, 
must 


ments of success 


Wanted to Measure Worth 


Mr. Williamson told how after he leit 
school he started with a firm in a lowl 
position and advanced to the general 


He was working on sal 
general 


managership 
ary and atter 
manager he became dissatisfied 

“IT wanted to measure my worth. I! 


some years as 


was not sure that the president of the 
firm knew my worth because I was not 
sure that he had any proper basis o1 
which to judge it Nor was I sure of 
my worth. I therefore left the firm and 
looked for a connection in which I could 


work on the commission basis 
at first think of life insur 


“I did not 
ance because I had a rotten opinion of 
the business his opinion was based 
on the quality of the men who came t 
sell me insurance. However, after some 
looking about I decided to give life in 
surance a try I started not by con 
necting with a life insurance company 
but by making a canvass among men in 


all kinds of positions to learn why they 


bought life insurance Most of them 
answered, ‘So that I can leave an in 
come That word ‘income’ stood out 


answers, so I connected with 
a company and began selling income. | 
advise all you men who are not doing 
it to begin talking income to your pros 
for the prospect and for 


in all the 


pects mconte 


his dependents.’ 


Karly Werk Dimtcult 


Mr. Williamson then told how hard it 
vas for him to develop an approach that 
1 could use and still feel comfortabl 
He said that in his early days he walked 
past many doors he wanted to enter but 
did not enter After overcoming his 
fear and hesitancy in this direction, he 
next had to devise a method of creating 


} 


interest. This he also learned in time, 
and many other things besides. 

“The very way you sit in your chai 
when you are in the presence of your 
prospect will have a bearing on your 
success,” he said in closing. “Sit up 


straight and give the blood in your body 

chance to flow freely. The blood is 
| the thought-bearing stream, and if this 
istream is retarded by crossed legs and 








& 


shoulders, your prospect may 
outthink you. Sit beside your prospect 
instead of directly in front of him, if 
this be possible. Watch him and keep 
his attention. All this is work, but work 
properly directed always finds success.” 


slumped 


Fundamentals Must Be Learned 


Mr. Day told the assembled agents 
there are four or five fundamentals of 
the life insurance business which if un- 
derstood will help greatly toward the 
attainment of all objectives. He said 
each agent should try to understand the 
fundamentals of underwriting, not nec- 
essarily scientifically but as they bear 
on the operation of the various elements 
of a company. He said the agent should 
learn something of home office and gen- 
eral agency or branch office problems 
as they relate to his own, because this 
knowledge goes far towards obviating 
misunderstanding. 

“Second,” Mr. Day said, “I would ask 
myself, ‘What can a life insurance man 
be—what does he-represent as compared 
with what other people are” He is a 
counsellor of thrift, the protector of 
widows, the guarantor of education, the 
protector of old age, and he can build 
himself until he is the equal of any 
other man of affairs and is the superior 
of many.” 


Perfection of Service Urged 


Mr. Day advised next that, realizing 
the institution he represents is a good 
institution, the agent should work to 


perfect the service he gives his clients. 
He told how the trade press announces 
to the business as a whole all new ideas, 
new practices, new policies that are de- 
veloped by any one company and how 
following such announcement the entire 
executive personnel of the business an- 
alyzes, tests and compares before adopt- 
ing or rejecting whatever is announced, 
and always with the good of the busi- 
ness as a whole and of all policyholders 
in mind. 

He closed by saying that many agents 
give people misfits in policies just as 
clothing salesmen give people misfits in 
clothing. He advised against concen- 
tration on one type of policy to the ex- 
clusion of all others and urged that the 
agent study well as_ policies, 
ind then design policy combinations 
that will fit the cases 


cases as 


Policyholder Speaks 


\nother guest speaker was H. C. 
Putnam of Cleveland, the Midland Mu- 
tual Life’s largest policyholder. In a 
brief address he told about taking his 
first policy with the company 16 years 
ago in the amount of $2,000 and later 
taking additional policies until he car- 
ried personal insurance of $40,000. He 
then explained how and why he bought 
corporation insurance and what he ex- 
pects it to do for him and his business. 

Winners in the Thursday and Friday 
contests among the agents for the best 
brief pointers on means of overcoming 


objections and writing business were 
the following: Thursday, D. R. Cole- 
man, Newark, N. J., first: L. C. Drown, 
Akron, O., second: A. C. Deane, Pas- 
saic, N. J., third; O. L. Gillogily, Zanes- 
ville, O., fourth. Friday, Robert Pen- 
red, Dayton, O., first; W. C. Hart, 


Michael, 


Smith, Grove- 


Cleveland, O., second: H. D 
Canton, O., third; O. E 
port, O., fourth. 


Wilfred Carlisle’s Change 


Wilfred Carlisle, agency superintend- 
ent of the Manufacturers Life of To 
ronto, has resigned to become superin 
tendent of agencies for the Mutual Life 
of Canada. Mr. Carlisle joined the home 
office staff of the Manufacturers Life in 
1909, serving first in the mortgage de- 
partment and later transferring to the 
loan department at Calgary, Alta. In 
1918 he was sent to Tokio, Japan, to be- 
come active manager during the absence 
of the then Japanese manager. In 1919 
he returned to Canada and joined the 
company’s agency department as agency 
inspector, and later was promoted to 
agency superintendent. 





THE 


DR. ROCKWELL SPEAKS 
AT AGENCY MEETING 


FINDS VIEWS HAVE CHANGED 


School of Salesmanship Director An- 
alyzes Altered Attitude of Agents 
and Public to Insurance 


Dr. Charles J. Rockwell, director of 
the School of Life Insurance Salesman- 
ship, was the principal speaker at the 
meeting in the Samuel Heifetz general 
agency of the Mutual Life of New York 
at Chicago last Monday. His subject 
was “Selling More Life Insurance.” He 
opened by saying that if education 
worked only for its own betterment it 
would not be worth having, but that if 
it works for human betterment it is 
very much worth having. Regarding 
the status of life insurance today, he 
said: 

“The present favor of life insurance 
could not have been forecast 10 years 
ago. It is spoken of and commended 


everywhere by people in all walks of 
life. This change didn’t just happen. 
here is a reason for it. Policies and 


companies have not changed either. The 
change, therefore, must have taken place 
because of a change in the attitude of 
the life insurance fraternity. The con- 
cept of life insurance among those who 
place it has decidedly changed. It was 
usual a few years ago for those who 
placed insurance to think of it in terms 
of money value. Agents have learned, 
however, that that which is lost is not 
something that cannot be replaced with 
insurance money. They have learned 
that life msurance is not a commodity 
to be sold in terms of dollars. It is 
a transposition of responsibility from 
one set of shoulders to another set, and 
the agents and insureds have learned to 
interpret insurance in terms of service. 
Growth of Cities Helps 


“Another factor that has helped pop- 
ularize life insurance is the growth of 
urban population. Of the total popula- 
tion of the United States, approximately 
52 percent is urban and 48 percent rural. 
People in large numbers have moved 


away from friends and families to cities 
and have gone on their own. They 
have placed themselves under the ne- 
cessity of providing for themselves by 
their own efforts. Thev also have 
learned—that is, the average man has 


learned—that it is hopeless to try to 
provide for families with the difference 
between incomes and outgo, with the 
small amounts that can be saved. Urban 
standards of living necessitate greater 
expenditures than rural standards, and 
it is impossible that the average wage 
or salary worker can provide for the 
future of his family with the small 
amount he can lav by 


Tribal Society Disappears 


“We no longer live in tribes, and no 
longer can depend on the tribe for aid 
when we become helpless. Modern life 
insurance, however, is the reincarnation 
of the patriarch of the tribe. 

“The greatest need of the life insur- 
ance business today is a better quality 
of salesmanship, a more sympathetic 
salesmanship. We need to understand 


the prospect, to understand men better 
and understand why thev buy life in- 
surance. Find out what men want, 
what they are interested in. One man 


is interested in his family, another in his 
business, another in himself and another 


in the world at large. These are the 
four great interests. The things to 
know of a man are what he wants. 
what he needs and how far he can 
go towards satisfying his wants and 
needs. Seldom does a man buy what 
he needs. He buvs what he wants. He 
may not need what he wants, and he 
may not want what he needs. It is pos- 


sible, however, to so hook up his needs 
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| 
} 
| 
} 


UNDERWRITER 


PROGRAM IS ANNOUNCED 
FOR TWO YEARS AHEAD 


PLAN FUTURE CONVENTIONS 


National Life, U. S. A., to Have Three 
Regional Meetings in 1927 and 
Large Rally in 1928 


The National Life U. S. A. has an- 
nounced an elaborate convention pro- 
gram for the next two years, a series of 
regional conventions to be held in 1927 
and a national convention in celebration 
of its 60th anniversary at Washington, 
D. C., in 1928. There will be three re- 
gional conventions next year, the exact 
places and dates not having yet been 
set, but one will be in the south, one in 
the middle west and one on the Pacific 
coast. The probable date of the first 
will be Aug. 25 and the others will fol- 
low soon after, the executive party mak- 
ing the tour of the three. The company 
is making a change in its convention 
plans for next year, by extending an in- 
vitation to every agent of the company. 
The convention will be first of all for 
those qualifying for the $100,000 club 
and for them all expenses will be paid. 
The company will, however, issue a gen- 
eral invitation to all connected with the 
company to attend the convention, pro- 
vided they pay their own transportation 
expenses. While at the convention 
city, the company will be their host, but 


ithey will pay their own transportation. 
| The national convention will be held 
}in 1928 and the company is even now 


ointing its efforts toward this meeting 
1 hy 


lof all districts of the company’s produc- 


} ers, 


It will be a particularly auspicious 


| vathering, as it will mark the 60th anni- 


| hotel 


versary of the company. The Mayflower 
has been company 
headquarters and an elaborate combina- 


selected as 


tion entertainment and business pro- 
gram will be arranged. Qualification 
for this convention has been made a 
minimum average of $3,000 a weck. 
| liberally if their wants and needs are 
tied together. The basis of all buving 
is discontent. Men want that which 
will give them more satisfactiot 
Benefits Analyzed 
“Everything that men buy except- 
ing life insurance will give them im- 
| mediate benefit and the maximum ben- 
lefit. Life insurance gives them only 
minimum and eventual benefit. The im- 


mediate benefit accrues to the beneficiary 
of a policy. 


“The hardest man in the world to sell 
is the one who is making money tast 
and is caught in the social whirl and 


is spending fast—as it were keeping up 


| with the Joneses. It is possible to sell 


these men, however, bv making a selfish 


appeal to them, by appealing to their 
pride, vanity, self esteem and tear ot 
the tongue of Mrs. Grundy It is us- 
ually possible to sell such a man by 


telling him it is possible for him to so 


arrange his affairs that after he is dead 
| people will think he actually had as 
much money as he pretended to have. 


| 


“And finally,” Dr. Rockwell concluded, 


“remember that most of the time it 
is necessary to sugar-coat the medicine 
in order to get the patient to take it. 


Pouring raw quinine down people's 
throats is difficult Getting them to 
swallow a pellet of quinine that has a 
sweetened coating is not so difficult, and 
that is the right way to go about sell- 
ing more life insurance.” 


Corey On Western Tour 


C. D. Corey, vice president and super- 
intendent of agents of the Pan-Amer- 


ican Life, is in California visiting the 
Los Angeles general agency in charge 
of L. H. Lightfoot. From Los Angeles 
Mr. Corey will return to New Orleans 


by way of Texas, stopping in El Paso, 
Dallas and Houston to visit the general 


and his wants that we can sell him 
something to satisfy each. Men will buv | agents. 
. 
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JEFFERSON STANDARD MEN 
IN ANNUAL CONVENTION 
(CONT'D FROM PRECEDING PAGE) 


ers, then outlined his use of a litttle 
salesman’s diary. Mr. Umstead plans 
his work well in advance and _ ther 
checks upon each day’s results an 





makes a recapitulation of his activities 
and production at the end of every weel 
Alvin T. Haley, sales promotion man 
ager, emphasized to the members of tl 
$200,000 Club what membership in the 
company’s App-a-Week Club means t 
the agent. 
Other Addresses Given 


H. F. O'Reilly, manager at Philadel 
phia, gave an interesting talk on certai 
phases of program insurance. W. I 
Brooks, manager at Charlotte, N. ( 
outlined method of presenting the 
the company’s modified life policies. A 
R. Perkins, superintendent of agents 
told of the Jefferson Standard’s wonder 
ful accomplishments in its home state 
Albert Lee Smith, general agent 
Birmingham, Ala., outlined the many 
ways in which his old policyholders had 
been able to assist him. D. F. Saffor« 
of the Dallas agency next explained his 
method of selling payroll deduction. C 
D. Egerton, manager of Rocky Mount 
i +. agency, next gave a very interest- 
ing talk in which he showed that the 
salesman should always “find the bene 
ficiary” in presenting life insurance. Al! 
of the Friday morning talks were short. 
to the point and very instructive. The 
concluding address was made by A. L 
Brooks, vice-president and general coun 
sel of the Jefferson Standard. 
Throughout the convention there was 
a very elaborate program of entertain- 
ment and recreation, including two addi 
tional days in a journey to New York 


City. 


his 


To Vote on Reinsurance Deal 


The reinsurance contract between the 
Western Life of Chicago, the 
ment company, and the Mississippi Va 
ley Life of St. Louis, formerly the Kas 
kaskia Life. has heen tentatively 
approved by the Illinois insurance de 
partment. A policyholders’ meeting ot 
the Western - Life called for 
Aug. 20, and a stockholders’ meeting ot 
the Mississippi Valleyv- Life for the sam 
day, when no doubt the deal will be rati 


fied. 


Day Is Old Line Life Speaker 


Darby A. Day, Chicago general agent 
ot the Union Central Life, will be the 
main speaker for the annual convention 
of agents of the Old Line Life of Mil 
waukee Aug. 23-25. The first day of 
the convention will be in Milwaukee and 
the succeeding days at Lake Geneva. 

Mr. Day will be on the program the 
first day at Milwaukee. A basiness ses 


assess 


1 


has been 


sion will be held that afternoon. The 
only other business meeting will be at 
Lake Geneva when the Star Leaders 


Ciub holds its annual meeting. 

It is the opinion of the company that 
the agents would prefer to have more 
or less of a holiday during their annual 
convention and for that reason business 
meetings have been eliminated as far 
as possible for the days at Lake Ge 
neva. 


USE LAKE TRAGEDY AS 
INSURANCE ARGUMENT 


MILWAUKEE, Aug. 3.—The trag 
edy in Chicago last week in which 27 
people lost their lives was used as at 
effective argument by Milwaukee insur 
ance offices for the necessity of protect 
ing those who are one’s dependents 

The Gottschalk & Hargarten agency. 
I. H. Offner. general agent Massachus 
etts Mutual Lite: L. F. Abrahams, gen 
eral insurance; F. L. McAloavey, man- 
ager of the General Casualty of Wis 
consin, and the Northwestern Casualty 
& Surety joined in running an adver- 
tisement in one of the evening papers 
here, referring to this lake tragedy, and 
pointing out the dutv the head of the 
family has of providing for his family 
of death. 
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LIFE INSURANCE EDITION ? 











Does 
Your 
Company 
Write— 


| Accident and Health Insur- 

| ance? That question is 
asked us daily—so we 
thought it would be a good 

| idea to answer it in this 
column. 


Perhaps 


you would like to know, so 
well give you the answer— 


Yes 7 


and that isn’t all—we also 
equip our Sales Staff with 
the following Sales Helps: 


1, Non-medical 

2. Monthly Premium 

3. Juvenile Policies 

4. Payor Insurance 

5. Salary Savings 

6. Participating 

7. Non-Participating 

8 Sub-Standard 

9. Female Insurance 

10. Sales Promotion Dept 
11. Educational Course 
12 Direct Mail Advertising 
Folio 


14. School for General Agents 


13. Salesman’s 


$4 


Illinois, Indiana, lowa, 
Michigan, Missouri and 


Ohio 
$¢ 


ABRAHAM LINCOLN LIFE 
INSURANCE COMPANY 


(Formerly Mutual Life of Illinois) 
| Home Office Springfield, Illinois | 
H. B. HILL, President 
F. M. FEFFER 
Vice-President and Agency Director 








| 
<S> GENRE Senet GR ee Se Oe 


Abraham Lincoln Life Insurance Co., 
Springfield, Illimois. 
Gentlemen: 

Kindly send me information re- 
your “Complete Coverage 
I am interested. 


garding 
Contract.” 


MAME .cccccccccocs.se 
ree 


TOWNE cocccccccce ceccecovccccesces 
N. U. 
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ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 





LIFE INSURANCE FOR 
CHILDREN 





Approximately one-third of the 
population of our country is 
made up of children under fifteen 
years of age. 


One-third of the possible pros- 
pects for life insurance in every 





community are, therefore, chil- 
dren. 


Royal Union salesmen can write 
children from one day old and up. 


Our Juvenile Contracts go auto- 


matically, without re-examina- 
tion, into full benefit at age five. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


A. C. TUCKER, President 


COLORADO 


NOW OPEN 
ROCKFORD LIFE INSURANCE COMPANY 


WRITE TO 








Royal Union Life Building 


Cor. Seventh and Grand Ave., 
Des Moines, Iowa 

























Francis L. Brown, Secretary 






ILLINOIS 






ROCKFORD, 











WANT ADS 


One inch One issue 


$5.00 


Don’t put ALL your eggs in one basket— 
Sell the Casualty Lines 
The CASUALTY INSUROR will show you how 
CHICAGO $2.00 A YEAR 
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COMPREHENSIVE REVIEW 
OF DISABILITY GIVEN 


(CONTINUED FROM PAGE 5) 
creased from $1,200,000 in 1916 to $42,- 
000,000 in 1926, and the total insurance 
in force with these benefits from $5,- 
000,000,000 to $36,000,000,000 during these 
10 years. In many companies over 75 
percent and in a few fully 90 percent 
of applicants to whom disability benefits 
may be granted apply for them.” 


Liberal Features in Use 


After describing the general forms oi 
policies issued by the companies Mr. 
Hunter gave the following synopsis of 
the liberal features in the policies of 
some leading companies: 

1. Payment of income during con- 
tinuous disability allowed after an en- 
dowment has been paid at maturity, pro- 
vided the insured was then in receipt 
of disability benefits; 

2. Reinstatement of policy, without 
evidence of good health, if insured was 
totally disabled prior to default in prem- 
ium payments, provided proof is re- 
ceived by the company not later than 
six months after such default and pro- 
vided the policyholder is then disabled; 

3. Under term policies with right of 

conversion to the ordinary plan without 
medical examination within a specified 
period, policy automatically so changed 
if insured is receiving disability benefits 
at end of the conversion period: 
_ 4. Where policy contains the double 
indemnity feature, this continues to be 
operative while insured is receiving dis- 
ability benefits; 
5. “Professional Men’s __ Disability 
Clause,” which is usually limited to cer- 
tain profe ssions such as surgeons, den- 
tists, pianists and violinists, and is given 
at an extra premium of $1 per $1,000 
or 50 percent of the disability premium 
is charged: 

6. Provision in joint life policies on 
husband and wife that premiums will 
be waived in event of the husband be- 
coming totally and presumably perma- 
nently disabled. 


Date of Disability 


“With regard to the date from which 
benefits commence and the conditions 
under which they are granted, there is 
an earnest endeavor to make the con- 
ditious more definite, so that differences 
of opinion between the insured and the 
companies may be reduced to a mini- 
mum. The tendency is to provide for 
payment of income from the beginning 
of disability, not after receipt of proof 
as in earlier forms, and to make a defi- 
nite statement as to what constitutes 
total and presumably permanent dis- 
ability. A number of companies there- 
fore specify in their policies that three 
consecutive months of total disability 
shall be assumed to be permanent dis- 


ability, and that the benefits are pay- 
able from commencement of disability. 
Other companies have a practice of con- 
sidering that after a period of total 
disability, usually six months, the in- 
sured shall be presumed to be per 
manently disabled if his recovery is not 


then imminent. Whatever the clause, a 
liberal interpretation of the phrase ‘total 
and permanent disability’ is the common 
practice.” 
Premium Rates 

In regard to premium rates, he pointed 
out that there was no uniform basis on 
which they are determined. Nominally 
the net premiums under Hunter's Disa- 
bility Tables are used, but as_ these 
do not reflect present-day conditions, ad- 
ditions are made to them. These ad- 
ditions, he stated, are generally based 
partly upon the experience of the com- 
pany and partly on the judgment of 
each actuary. The addition may be 
either a constant per thousand or a 
percentage of the premium, the former 
being most in favor under new scales 


As for the experience of the com- 
panies, he said that reliable data as a 
guide for the future is difficult to ob- 


tain on account of changes in attitude 
toward treatment of claims and the con- 
ditions under which policies have been 
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issued, many companies in the past 15 
years having changed their policy forms 
or practices five or six times. Dealing 
with the experience of the companies 
with regard to the three factors con- 
nected with disability: (1) rate of dis- 
ability among “active” lives; (2) death 
rate among “disabled” lives, and (3) rate 
of recovery among “disabled” lives—he 
drew upon the report published last 
vear by the committee of the Actuarial 
Society of America which investigated 
the experience of 30 American and Can- 
adian companies under policies with the 
1 percent monthly disability income. 
“To give expression to the wide dit- 
ference that may be expected under each 
of these factors,” he said, “I have pre- 
pared from the report of the committee 
a summary of the experience under two 
of the principal clauses, the data of a 
number of companies having been com- 


bined. These two clauses consist of: 
(A) policies with the provision that 
_ payment of monthly income shall 


be due immediately upon receipt of due 
proof of presumably permanent disabil- 
ity. Between this type and that pro- 
viding tor payment six months after the 


beginning of disability the experience 
was not widely different, so the two 
types were later combined by the com- 


mittee; (B) policies where disability is 


assumed to be permanent after total 
disability has existed for 90 days, the 
experience of the ‘liberal’ companies be- 


ing presented here. 


Age Factor Is Vital 


‘As this table is intended to indicate 
the wide difference in experience, the 
rates (ungraded) have been combined 
tor all ages, but it should be distinctly 
understood that the factor of age is a 
vital one. 

Rate of Disability per 1,000 
Policy years Class “A” Class “B" 
Ist 5 3.0 
7” eee iwene 1. 1 4.5 
3rd .. copies came 1.4 5.1 
Dk cowie aw an ota 1.6 4.9 

Rate of Death amen “Disabled” 

Lives per 1,000 
After Disability 
Ist quarter yeur. 6% 2a 
“nd quarter year... aM 16 
“nd half year... can Wh 79 
srd half yeur.. 68 51 
ith half year. cake 68 54 


Rate of Recovery Among “Disabled" 
Lives per 1,000 


After Disability 

Ist quarter yvear.. 4 247 

2nd quarter year 21 174 

2nd half year....... 54 212 

srd half year. 4 99 

ith half year..... O® 58 
‘The foregoing re eflects the great dit- 


ferences that result from the kind of dis- 
ability granted, the practice with regard 
to dating back claims, the care with 
which approved claims are investigated 
from time to time, and, of course, the 
method of selection before the policies 
are issued. These considerations indi- 
cate how necessary it is for each com- 
pany te study its own disability experi 
ence, if available, in determining the 
sufficiency of its premiums.” 
Causes of Disability 
Causes of disability have also changed 
with the years. The table below is 
based on the experience of a large com- 
pany and shows the claims approved in 
1926 under the 1 percent monthly dis- 
ability income feature as compared with 
claims for several years combined under 


its earliest form of premium waiver on 
total and permanent disability: 
Percent 
Monthly 
Income 
and 
Waiver Waiver 
of Pre- of Pre- 
mium mium on 
after 3 total and 
months’ perma- 
total dis- nent dis- 
ability ability 
of % 
Tuberculosis of 

DD cwccases 17 14 
pT eee 16 5 
Rheumatism, ete 7 4 
Neurasthenia, 

Hysteria ...... " 1 
Insanity, paresis, 

Ee: gna ee ink acai — a 23 
Heart disease... ' 3 
Appendicitis ..... 3 
Uleer of stomach. 3 
Cancer, malignant 

DE. neaekeds 3 3 
Bright's disease .. 2 1 

Paralysis, which caused 4 percent of | one 


| 
| 


| the 


| by the 


earliest form of policy 
importance, does not 
first 10 causes under 


claims in the 
and was fourth in 
appear among the 
the latest forms 


the 


Comments on Reserves 


In practically all companies and states 
standard for reserves on both “act- 
ive” and “disabled” lives is Hunter’s 
Disability Table. While the tables are 
based on conditions that do not now 
prevail, the committee of the Actuarial 
Society did not recommend any change 


for “active” lives until more data has 
been accumulated. As for “disabled’ 
lives, the committee made certain recom- 


mendations that have been generally 
adopted by the companies and accepted 
state insurance departments. 
Under the 1 percent monthly income pol- 
icies, providing to total and presumably 
permarent disability, the committee 
recommended 70 percent of Hunter's 
Disability reserves for the estimated un- 
reported claims, 80 percent for claims 
iu the first year, and the full reserve 
thereafter. Under policies providing for 
benefits after three months, they recom- 
mended 40 percent for the estimated 
unreported claims, 65 percent for claims 
in the first year, and the full reserve 
thereafter. A large reserve for claims 
incurred but not reported is necessary 
because there are many claims that do 
not come within the terms of the policy 
and there is also considerable delay in 
presenting legitimate claims. 
Delayed Claims 


in re- 
a com 
has 


“In connection with the delay 
porting claims, the material of 
pany with a three month’s clause 
been analyzed to determine the time 
elapsed between the inception of total 
disability and the date of notification of 
the claim by the policyholder: 

Period Elapsed since Percentage of 


Disability Began Total Claims 
| One month or less.......... 12 
Dt Pn t6edenad den seasons 12 
et Cn «<< rn achede.eebawe oe 21 
et Se ovecseeevseneeeu's 19 
I aris or Bie adhe ae et 10 
fth month ... eset qunes S 
tth month to $th month... it 
%th month to 12th month.. 3 
12th month to 18th month 3 
More than 18 months...... 3 

“On the average nearly four months 

elapsed before a claim was filed with 


ito grant it to 


Although all the branch 
necessary forms for the 
and for doctors to 
than two months 


the company. 
offices had the 
insured to present 
prepare, it took more 
on the average trom the date these 
forms were issued before all papers were 
sent to the company and the claim was 


approved. The reserve, therefore, must 
be substantial under claims reported 
but not approved as well as under claims 
incurred but not reported. The fore- 
going summary may not be typical of 
the experience ot other companies as 
the company under review makes an en- 
deavor to have the claims promptly pre- 
sented. Two companies gave me sta- 
tistics which showed that between 8 


and & months elapsed from the incep- 


tion of disability to the notice of claim.” 
Underwriting Problems 
In their earliest forms of disability 


benefit the practice of the companies was 
all persons who were 
considered with the “standard” class for 


life insurance, Mr. Hunter said, but with 
the substantial benefits now being 
|} vranted the underwriting problem has 
| become more difficult and the practice 


| has arisen of considering the applicant 
as a disability risk apart from considera- 


| claims 


tion of him as a life insurance risk. He 
may be entitled to insurance at the reg- 
ular rate of pre mium but may be charged 
an extra p remium for disability, as there 
are certain conditions which would not 
impair applicants to such an extent 
as to increase the 
but might result in decidedly larger 
than the normal for disabilitv 
benefits. A number of companies now 
accept such lives at an increase of 25 or 
50 percent in the disability premium or 


$1 or $2 per $1,000 of insurance. In cer- 
tain cases disability is also granted 
under-average risks at an _ increased 


and is sometimes given at an 
who have lost 
leg or one eve. 


premium, 
extra premium to those 
hand, one foot, one 


mortality appreciably ' 
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Hazardous occupations are for the most 
part taboo. 

“The majority of companies do not 

rant disability benefits to any woman, 
cahees do if she is single and earning 
her own living; some charge an extra 
premium or modify the benefits, while 
a few grant the benefits at the regular 
premium rate to either single or mar- 
ried women, whether self-supporting or 
not, for a moderate amount. The most 
conservative group of companies justify 
their position on the ground that the 
cost of the benefit is greater among 
women than men, and the most liberal 
group on the basis that, while this may 
the mortality among women is 
better than among men, and 
cost of the double indemnity 
benefit, which is usually taken 
at the same time, is also lower among 
women, so that on the whole the net 
cost to the company for the entire policy 
may prove to be the same for both sexes. 


Maximum Disability Benefits 


be so, 
usually 
that the 
accident 


‘There seems to be a general under- 
standing that the total disability incom: 
an insured might receive should not ex 
cede 50 percent of his total earned in- 
come if that income js $10,000 or more, 
but a larger percentage on smaller in- 
comes, say 70 percent on incomes of 
$2,000. The amount of benefits granted 
depends not only upon the applicant's 
financial ability, but on his physical con 
dition, occupation, etc. It may be said 
that it the applicant is a first-class risk 
in all respects and his finances fully 
justify it, the maximum disability granted 


by any company at the present time is 
$50,000 with a monthly disability income 
($500) and with waiver of premium. 
These companies may, however, give 2 
substantial amount additional ($50,000 
or more) with the waiver of premium 
only.’ 

After citing a few of the difficulties 


met with in settling claims, Mr. Hunter 
declared that the efforts of the companies 
to treat their policyholders justly could 
be seen in the relatively few disability 


cases submitted to the courts for iu- 
dicial decision. In 1925 one prominent 
company approved 3,500 claims. Of the 
10 cases in controversy only two wer: 
finally submitted to the courts, the re 
maining cight being amicably settled 


between the policyholders and the com- 


pany. 
“Rule of Reason” 


‘A survey of the cases adjudicated 
shows that they center around the inter 
pretation of total permanent disability 
The policies of most companies provide 
in substance that the insured, in order 
to obtain benefits, must be unable to 
follow any gainful occupation. There 
may be legitimate differences of opinion 
with regard to whether or not the in- 
sured is totally disabled. The courts in 
a number of states have held that at- 
tention by the insured to a few details 
not exclude claims for total dis- 
ability, that the insured need not be 
helpless, and he may perform occa 
sional acts in connection with his occu 
and furthermore, if able to per- 


does 


pation, 


form some duties at the expense of his 
health, or if ‘common care and prudence’ 
require the stopping of work, the in- 
sured may be entitled to benefits. From 
this it will be seen that the tendency 
of the courts has been to applv what 


is called the ‘rule of reason’ to the pol- 
provisions. 


iCV 
‘The disability 


clauses do not refer 
to the particular occupation in which 
the insured is engaged, but refer to his 
being prevented from following ‘any’ oc- 
cupation. On this question the tendency 
of the courts has been to applv the same 
‘rule of reason.’ Thus, if a man is so 
disabled that he cannot follow his own 
occupation or some other for which he 


is fitted, he is considered to be totally 
disabled. While this is the prevailing 
doctrine, some courts have disregarded 
the provision of the policy as to the 


‘any’ occu- 
cisions on 


insured’s ability to engage in 
pation, and there have been dec 
the other hand where courts have in- 
ternreted the words ‘any occupation’ 
strictly.” 
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¥ You are a producer 
You want a REAL job 
You believe in yourself 
A friendly interest is needed 
Close co-operation is necessary 
Territory does make a difference 


eee teshae LOYALTY 


Cincinnati, Ohio 


























of its policyholders is one of the most valuable 
assets of the Equitable Life of Iowa. 


GREAT REPUBLIC LIFE For the first six months of 1927 36.9% of 
INSU RANCE COMPANY all new business has /— 


of old policyholders. 





of LOS ANGELES, CAL: come known throughout the insurance world 

ATTRACTIVE GENERAL AGENCY OPENINGS IN TEXAS as a company of the greatest service to 
Now available with this Progressive California Company in policyholders. The company was founded 
connection with its plan to establish Direct General Agencies 60 years ago and today there is 63.4% of all 


in Houston, Dallas, and other large cities in that field. Very : : . 
liberal contracts and fine line of policies. Applications now business written since the company was 


being considered from men of successful experience and satis- founded still in force upon its books. 
factory records. If interested write or wire. 
W. H. SAVAGE, Vice-President The loyalty of our policyholders is a dis- 


Great Republic Life Building, 756 So. Spring Street tinct advantage to those representing the 
Los Angeles, California Equitable of Iowa in the field. 











~ COMPLETE COVERAGE 
FROM A SINGLE SOURCE | 





Life Health Accident 
Life Policies—Disability Policies—Accident 
Policies 
Sub-Standard Standard Super-Standard 
One Company One Correspondent One Contract 
400 Popular Life Forms 7H & Aand Auto Injury Forms Group Protection ; , 
Home Office: Des Moines 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michigan, 
Pennsylvania, West Virginia, Texas, Oklahoma, California, I!linois. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 1867 Ssh dneioemy 1927 


COLUMBUS, OHIO. 


























You Who Seek Opportunity 


_ Opportunity exists always for those who seek success and satisfaction 
in life insurance field work. 

During 84 years the first American legal reserve mutual life insurance | 
company has been served and built to greatness by men who found both | 
success and satisfaction in so doing. 

; 


This company writes all standard forms of insurance and annuities on 


| | ARE YOU READY FOR ADVANCEMENT? 


| HAVE YOU LOOKED FORWARD TO THE TIME WHEN YOU WOULD OWN 
] YOUR OWN BUSINESS? HAVE YOU HAD THE AMBITION TO DO LARGER 
THINGS? WHY NOT CAPITALIZE YOUR ABILITY AND EXPERIENCE TO 
YOUR OWN ADVANCEMENT? BUILD YOUR OWN GENERAL AGENCY IN 
YOUR OWN CITY WHERE YOU ARE KNOWN. WHY NOT HAVE THE LARGER 
COMMISSIONS AND LONGER RENEWALS AND OVERWRITING COMMISSIONS 
ON THE PRODUCTION OF MEN YOU APPOINT 
j WE HAVE SPLENDID GENERAL AGENCY OPENINGS iN MICHIGAN, ILLINOIS, 
} OHIO, IOWA, MISSOURI, PENNSYLVANIA AND NEW JERSEY. IF WE HAVE NO 
AGENCY IN YOUR VICINITY, WRITE TO US 
| WE OFFER YOU VERY DISTINCT ADVANTAGES 
' 


both men and women. Age limits 10 to 70. Selendid Generel Anuey Cuntvest. lone torn vonswels 
All standard forms of policies, both participating and non-participating 
T > ce ~ ; : iM Liberal disability benefits. 
Those a ho conte m plate life oo-caph Guaranteed Premium Reduction Coupons, beginning at end of first year, with further 
ance held work are invited to app: y to cash dividends each year after the second, making very low net cost 
- Confidential communication is invited if you have a clean record and the ability to write 
develop a General Agency You know your own ability and your 
Can you measure up? Can you make this the turning point in your life, 


own lpmitations. 
the door to the larger opportunity and larger income of which you have dreamed? 


The Mutual Life Insurance Co. 
GIRARD LIFE INSURANCE COMPANY 


of New York | o Aer tena pity Ae 
34 NASSAU STREET NEW YORK,N.Y. | PPPHILADELPHIA. PA. 


| 
| insurance yourself and to 
| 
| 
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Danger in Terrific Strife 


SoM: executives fecl that one 
of the great dangers confronting life in 
the tremendous strain 
throughout the field 
Some companies have pulled out the throt 
tle to the limit in the effort to increase 
production. This means that from head 


quarters there is the constant lashing of 


company 


surance is seen 


for new’ business. 


the managers and general agents. The 
latter in turn must use the whip over 
their men. All this results in artificial 


stimulation and the production of business 
best kind. It gen- 
forever anxious 


forces 
the 
and excitement 
to up 


that is not the 
eral agents to be on 


involved in turmoil 


by 


seat, 


endeavoring every means stir 


business. The consequences are that the 
bounds are overstepped. In the strife 
for production corners are cut by devious 
methods. The ethics of the business are 
thrust aside and tactics are used that do 
not consort well with life insurance 
With this strain the agents are forced 
to an unnatural cours¢ They are not 


pursuing the even tenor of their way, get- 
naturally, interested in a 
Where 
the 


sorts 


ting business 
permanent and conservative growth. 
used to the uttermost 
naturally is high. All 
to produc- 


insurance 


the lash is 


lapse ratio 


of devices are used stimulat 
Life 
trained to be 
introduced in 


tion. men are being 
salesmen. 
field that 

There 
thinking, 


the 


high pressure 
Practices are the 
detrimental to policyholders. 
clear 


are 
is not that plain talking, 
canvass that leaves 


business-like pol- 


icyholder in a satisfied frame of mind. 
Most that 
along in a conservative path, that 
real 
satisfied, 


companics today are moving 
are in- 
that 
not be 
but 
solid 


greatest men- 


terested in selling protection, 


policyholders may 
to tremendous growth, 


structure 


want 
able show a 
the all through is 
and permanent. One of the 
to the business is this terrific drive 
new business are driven 
effective 


very 


aces 
men 
tor 


for when 


beyond their real capacity 


work. 


Protecting One’s Old Age 


WyMan, late 
LIFE, 


Chicago, 


Wuen Wiittam D. presi 
dent of the BERKSHIR: 
ager of the 
in commenting on 
ing the 
frequently 
old 
Mr 


that 


was man 


company in often 
life 


remark 


insurance solicit 
that 


emphasizing 


agents 
the 
himself 


he made 
overlooked 
the 
under 


prospect 
the 


age need of 
WYMAN 
protection for dependents had 


that the 


was impression 
been 
much retirement 


life 


stressed so 


for the insurance buyer had 


fund 
been overlooked. 

One of the 
insurance is the 


great benedictions of lite 
fact that it has lessened 
The 
within his power to create 
of life 


to be used at a 


old age dependence. man now has 
through the 
medium insurance a retirement 


yension time when his 
i 


active days are over and his income pro 


Many 


ducing period is past. men wl 


Value of a Smile 


Harris of the FRANKLIN LIFE in 
Mississippi tells a story that illustrates the 
value of a smile in connection with one’s 
work. No one is favorably impressed by 
the man who takes himself seriously 
that he cannot see any of the lighter tones. 
Mr. Harris tells about a small boy that 
climbed a tree, through which ran electric 
wires used by a public service company. 
A wire rubbed against the limb of a tree 
until the insulation was gone. The boy 
reached for a walnut, his face touched the 


H. S. 


sO 


shoe ked 


are 


age of 50 are 
all 


his is a 


have reached the 
to find that 
blocked to them. 
are in 


almost positions 


time when 
demand. Corpora 


the 


younger men 
reaching 


employ a 


tions are down line and 


not new man over age 


or 42 


will 
10 
disability 


Thev fear the 


olde r 


morally 


for example 
that 
not 


accompanies vears. 


They do want to be obli 


vated to look after employes who have 


out of commission on account 


health. It is 


been put 


just as incumbent 


of poor 


for a man to provide for himseli as for 
the members of his family. 
Mr. WyMan took the position that in 


mapping out the program for a prospect 


his own old age should be amply pro 
vided for. Fortunately life insurance is 
adaptable to creating a fund for this 
purpose 

in Sal hi 

wire and his cheek was horribly burned. 
He sued the public service company for 


$20,000 damages. 

At the trial the boy’s attorney put him 
on the stand and told him to smile at the 
jury. The attempt at the 
horrible that the jurymen 
heads and gave the boy verdict 
amount. 

One of the big assets of the successful 
what- 


smile was so 
turned their 


for the 


life agent is his capacity to smile, 
ever happens. 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS 





M. E. O’Brien of the De- 
Mrs. O’Brien and P. H. 
counsel of the com- 
pany, and his wife returned last week 
from their European tour. They leit 
Detroit May 19, and while abroad visited 
Scotland, England, France, Germany, 
Belgium, Switzerland and Ireland. 


President 
troit Life and 
O’Brien, general 


section of some of the 
few davs ago showed a 
Clarence Axman, editor 
Underwriter,” Mrs. 
Gladys Axman, wife, well known 
Metropolitan opera singer and Mrs. 
Gladys Weil, mother of Mrs. Axman, 
taken in the Greek Temple on the Acrop- 
olis at Athens. The Axman family re- 
cently toured Greece and Turkey, Mr. 
Axman seeking the earlv historic re- 
mains of insurance. 

Columbus, 
man, 


The pictorial 
daily papers a 
photograph of 
of the “Eastern 
his 


QO., tormer 
died last 


Henry Bohl of 


well known life insurance 


Friday at his home after six weeks’ ill- 
ness. Mr. Bohl was 83 years of age. 
Funeral services were held on Monday. 
Mr. Bohl had been president of the 
Union Building & Savings Company of 
Columbus since it started in 1903. For- 
merly he was an active figure in Ohio 
politics and served as state marshal. He 


was born in Marietta, O., and for many 
years was a member of the board of 
education there. He was elected to the 
Ohio legislature from Washington 
county in 1875, serving until 1883. While 
in the house he was chairman of the 
committee on insurance Under Gov 
ernor Hoadly he served as chairman of 


the house finance committee. President 
Cieveland during his second administra- 
tion appointed him United States mar- 
shal tor the southern district of 
He went to Columbus, resigning 
state marshal to become superintendent 
ot agencies of the Prudential. For five 
years he was superintendent of agencies 
of the Mutual Benefit Life in Ohio, the 
appointment dating from For a 
time he served as vice-president of the 
Ohio National Life Beginning with 
1881 he served continuously as a di- 
rector of the Ohio Mutual Fire of 
Salem, O. He started with the Pruden- 
tial in 1895, covering Ohio and Indiana. 
In 1873, while on an enforced stay at 
Atlanta, Ga., for three vears due to ill 
health, he served as secretary of the Un 
derwriters Insurance Asoncintion ot the 
South, covering the territory of 11 states 
for the fire companies 


1888 


Minn., 
for the Mutual 
in the Home In 


R. G. Myrland of Albert Lea, 
who is general agent 
Trust Life, with offices 
vestment building, has been appointed 
state adjutant by the department com- 
mander of the Veterans of Foreign Wars 
in Minnesota Mr. Myrland will 
tinue his insurance business 


con 


The current edition of the “Federal,” 
house organ of the Federal Life of Chi- 
cago, features Miss Miriam Hamilton, 


daughter of President Isaac Miller Ham- 


ilton, who is spending a part of her va- 
cation from Vassar College as an em- 
ployee at the home office, punching the 
time clock along with the rest of the 
employes. Miss Hamilton is a direc- 
tor of the company. One of the ed 
itors of the house organ interviewed 
Miss Hamilton on her impressions of a 
business organization and the workers 
and her reaction to the daily routine. 


who was appointed an 
assistant superintendent of agencies of 
the Northwestern Mutual Life last 
week, is a son of the late H. A. Clark, 
who operated a general agency for the 


Roger Clark, 





( hio. | 


company at Princeton, Ill., for several | 
vears. Mr. Clark was born and raised 
in Princeton and after finishing high 
school entered Dartmouth, from which 
he graduated in 1919. His college ca- | 
reer was broken by eight months in the | 
navy during the war. \fter finishing 


at Dartmouth, Mr. Clark returned to 


Princeton and went into his father’s 
general agency, where he remained for 
seven years. His father died in July, 
1926, and he was appointed agency 
cashier to close the affairs of the agency, 
the territory of which was redistricted, 
Mr. Clark was called to the home office 
at Milwaukee Feb. 1, and has been in 
the agency department since that time. 

William White, cashier of the Los An- 
geles department of the Reliance Life 
of Pittsburgh, is one underwriter who 
believes in not permitting play to inter- 
fere with his work. Mr. White visited 
Pittsburgh recently on his vacation and 
although he spent but a few days there 
he made use of the time by writi ing three 


policies which netted him $78 in com- 
a nll 

Danford M. Baker, vice-president and 
superintendent of agencies of the Pacific 


was in Chicago this week. 
River, Wis., where he 
will spend the next four months at his 
summer home. Mr. Baker has divided 
his time between fishing and golf for the 
27 years in the Eagle river coun- 
try on his annual summer pilgrimage 

Robert L. Coleman, 
general agent of the Pacific 
has been elected president of the Ash- 
land Chamber of Commerce. sy his 
fellow townsmen Mr. Coleman is re- 
garded very high type citizen 
and one the boosters Ashland 
has 


Mutual Life, 
erm route to Eagle 


past 
past 


Ashland, Ky 
Mutual Lite, 


as a of 
of best 


Claris Adams, secretary and general 
counsel of the American Life Conven- 
tion, will give one of the leading ad- 
dresses before the agents’ convention of 
the Franklin Life of Springfield, Il, at 
Colorado Springs this month. 

James A. Campbell, manager of 
central branch office of the New Y 
Life in Chicago, has left for Cape 
where he will spend the month of 
gust. Mr. Campbell and his family are 
motoring east via Niagara Falls and the 
Berkshire Hills and after a month at 
Cape Cod will motor home through 
upper New England and Canada, arriv- 
ing home in time to conclude the Au- 
gust agency contest in Chicago and pre- 
pare for the annual meeting of the $200,- 
000 club of the company in Septe 


mber 


Henry Clabaugh, son of C. C. Cla- 
baugh, general superintendent of agen- 
cies of the Marvland Life, won the Bal 
timore junior tennis championship after 
a strenuous and well fought tournament, 


being the first junior champion of the 
city in the newly instituted tournament 

Cleveland papers the past week de- 
tailed the heroic acts of Frank L. 


Klingbeil in saving the lives of three 


from drowning. Mr. Klingbeil is su- 
perintendent of one of the largest Pru- 
dential agencies in the country, and is 
also. vice-president of the Cleveland 
Life Underwriters Association and 
prominent in Cleveland insurance cit- 
cles. 

Mr. Klingbeil had just returned from 


36 holes of golf, when he was 
attracted by cries about 150 yards from 
the shore. He effected the rescue 0! 
one woman without great difficulty. He 
immediately plunged into the breakers, 
which were rolling quite high, and 
though tiring perceptibly, brought a sec 
ond woman to shore. Other arrivals 
had meanwhile revived the first woman? 
rescued sufficiently for her to intorm 
them that her husband was still out ™ 
the lake. 

Though now extremely tired, due 
the fact that there were no other agp 
teers Mr. Klingbeil, at the great risk ¢ 
his own drowning through complete eX 
haustion, again returned battle 
against the high breaking waves ane 
finally located the man just he was 


playing 


) 


to 


as 
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inking. First aid methods restored | 

the lives of all three, though it was at 

east three days before Mr. Klingbeil 
-overed from his own exhaustion, He 

ad saved one other person trom 
yning on a previous occasion 


riends of Roy Bailey, member of the 

kers Life of lowa agency a Mason 
Ia., and reside Osage, la., are 
ng a good laugh at Mr. Bailey’s ex- 
e. The following story is from the 
Moines “Register:” 

“One day last week Roy offered 

his young son, 2 years old, for 


rt ride after lunch, promising to 
rn him at 1:30 p. m. for his after 


i 
if After starting ou e decided 
ive the ch Id at a barber s ’ r 

1 l He went to his office and for 
gt g all about the bab le wn 

g St. Ansgar, Ia 
He did not again think of him until 
7:30 p. m. when he called up his house 


the telephone to ask what had be- 
of Dick. Meantime the barber, tir 


g of his charge and unable to locate 
Da Bailey, and finding that Mrs. 
Bailey also had left town soon after 

h, was obliged to bring him home 
ind turn him over to the n inistration 


in aunt.” 


Orville Thorp of Dallas, state man- 
ger of the Kansas City Life and former 
esident of the National Association of 
Life Underwriters, and Ben Thorp, who 
tly resigned as Texas state man- 

ger of the Federal Life of Chicago with 
eadquarters at Dallas, are both threat- 
ning to file damage suits against THe 
NATIONAL UNDERWRITER. This grows out 
f the fact that in announcing Ben 
p’s resignation, he was referred to 
brother of Orville Thorp. Now 

ies Ben Thorp, who claims that his 
reputation in the state has been greatly 
amaged because he declares that he is 
lowed with far greater personal pul- 
hritude than Orville. Just when TH 
NATIONAL UNpERWRITER thought it had 
D Thorp satisfied, Orville Thorp 
mes along and declares that he has 
eaten Ben at every pie-eating contest, 
egg-rolling tournament and beauty show 
the state. He now threatens to sue 

iT mages because he has been linked 
» with Ben As a matter of fact, the 
vo men are not related in anv manner, 
ape or form, although both have made 
tations as leading life insurance men 


Isaac Miller Hamilton, 
the Federal Life of Chicago. is a mem 
the special coroner's jury ap 
ed in Chicago to investigate the 
ster on Lake Michigan Thursday 
1 of last week when the excur 
it “Favorite.” running between 
municipal pier and Lincoln park, 
recked in a squall and 27 persons 
their lives Mr. Hamilton is a 
sman and has had much experi 
with lake craft 











LIFE AGENCY CHANGES 





PATTON GOES TO COLUMBUS 
Mutual Life Announces Promotions 
Following the Resignation of Man- 
ager J. A. Church in Central Ohio 


A. Church, manager of the 


Mutual Life of New York at Columbus, 
.. has resigned. George A. Patton, 
naver at Des Moines, has been trans- 
red to Columbus as manager. John 


Hauber, Scranton, Pa., succeeds Mr. 
at Des Moines Mr. Church 
ined the Mutual Life in 1909 as man 
ger at Sioux Falls, S. D He was ap- 
inted manager at Columbus, O., in 
1919. He has been in poor health for 
me time and hence felt it necessary 
he relieved of onerous service 
Mr. Patton started with the company 
a personal producer Feb. 1910. He 
lied eight times for the Quarter | 
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“Can You M €asure 
Up?” Our little book- 


let for general distribu- 


° ° ° 7 
fiom gives an insight of 


the remarkable growth 
yf The Lincoln Nation- 
al Life. 





There’s a Reason 


There are approximately 300 life insurance 
companies in the United States. 


Seventy-five of them are older than The Lin- 
coln National Life, but 


Only 24 of them have more 
ordinary insurance in force. 


Only 15 of them wrote more 
new ordinary Life Insurance 
during the year of 1926. 


The Lincoln National Life has passed more 
than two-thirds of the companies organized be- 
fore it was. 


Eleven companies were 20 years old on De- 
cember 31, 1925. The Lincoln Life was one of 
the 11. It had more insurance in force than the 
total of the other 10 companies. (See 1926 Year 
Book, Page 464.) 


It is the second largest life insurance com- 
pany in the world writing only ‘ 
cost”’ life insurance policies. 


‘guaranteed low 


There’s a reason for this remarkable growth. 
4 











(LINK UP (j)witu THE () LINCOLN) 


The 


Lincoln National Life 
Insurance Company 








‘“‘Its Name Indicates Its Character’”’ 


Lincoln Life Bldg. Fort Wayne, Ind. 


More Than $485,000,000 in Force 














Club. Mr. Hauber made a good! 
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salesman before becoming 
manager. He entered the Mutual Life 
service Dec. 1910. He was then work- 
ing on a part time basis, being connected 
with the New York Central Railroad. 
In 1915, he became district manager of 
the Mutual Life at Williamsport, Fa. 

Since going to Des Moines from 
Portsmouth, O., where he was district 
manager two years ago, he has been ac- 
tive in the Des Moines Life Underwrit- 
ers Association. He has built up the 
Des Moines office efficiently. Mr. Pat- 
ton was formerly a superintendent of 
schools in southern Ohio. 


TAKES RHODE ISLAND FIELD 


record as 


Eben Luther of Boston Becomes Gen- 
eral Agent of Connecticut Mutual 
Life at Providence 





Eben Luther of Boston has been ap- 
pointed general agent at Providence, R. 
I., for the = ee Mutual Life, ef- 
fective Sept. 

He ele Herbert M. Wheaton 
who has represented the company as 
general agent for Rhode Island for 
nearly 18 years. Mr. Wheaton has re- 
quested that he be relieved of the duties 
of his office because of his desire to de- 
vote his entire efforts to his personal 


business. ; 
He succeeds Herbert M. Wheaton, 
tion and field work in other general 


agencies of the company well qualifies 
him to administer the affairs of this gen- 
eral agency. His territory includes 
Rhode Island and that part of Massa- 
chusetts lying south of the 42nd degree, 
including all of Barnstable county. 

He will retain the present office at 708 
Union Trust Company building, Provi- 
dence. 


ees & Wright 

The Bankers Reserve Life of Omaha 
has established a state agency for Ar- 
kansas in Little Rock. It will be man- 
aged by Hayes & Wright, with offices 
in 810 Rector building. The firm con- 
sists of W. G. Hayes, who has been en- 
gaged in the insurance business in the 
state for many years, and A. D. Wright, 
special representative of the company at 
Paragould, Ark., for the past nine years. 


Eureka-Maryland Appointments 


H. Clay Dodson, former manager of 
the life department of the Hagey H. 
Campbell Company, has been appointed 
general agent in Pittsburgh for the Eu- 
reka-Maryland Assurance. The Indus- 
trial Insurance Agency is now represent- 
ing the Eureka-Maryland at Akron, O. 


A. V. Mozingo 


A. V. Mozingo, who has acquired a 
great reputation as a producer and 
agency organizer in Texas and who has 
been working out of the home office of 
the Jefferson Standard Life as superin- 
tendent of agents, has gone to California 
as general agent for the company there. 





Arthur L. Rodd 


Arthur L. Rodd has been appointed 
general agent for the Pacific Mutual 
Life in Western Michigan, with head- 
quarters at Grand Rapids. Mr. Rodd 
was formerly special agent for the 
Northwestern Mutual at Houghton, 
Mich., where his father preceded him 
in the business. 


Fred O. Wingo 


Fred O. Wingo has been appointed a 
general agent for the Pacific Mutual 
Life at Springfield, Mo., to cover south- 
ern Missouri. Mr. Wingo we been dis- 
trict agent for the Northwestern Mutual 
at Springfield for the past six years. 





G. E. Minty and J. E. Tannehill 


George Minty and James E. Tan- 
nehill have been appointed’ general 
agents for the Montana Life at Billings, 
Mont. For several years both Mr. Minty 





THE 


and Mr. Tannehill have been among the 
leading producers of the Bankers Life 
in Montana and have made an excellent 
record in the business. The territory 
which will be under their jurisdiction 
covers a considerable part of the state 
in the vicinity of Billings. 


Ivan D. Wallington 


Ivan D. Wallington has been ap- 
pointed Michigan manager for the Na- 
tional Life of Canada, with headquar- 
ters in Detroit. Mr. Wallington was for 
several years manager for Michigan of 


the Wisconsin National Life. _ After 
graduating from Michigan University, 
he started practicing law at Mt. Pleas- 


ant, Mich., but became interested in life 
insurance ‘in 1907 and in 1910 was ap- 
pointed supervisor over 22 northern 
counties in the state for the Michigan 
Mutual Life. In 1912 he resigned to 
take the western supervisorship of some 
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of the western states for the Pittsburg 
Life & Trust, remaining with that com- 
pany until it was merged with the Met- 
ropolitan Life in 1917. Shortly after 
that he was appointed agency manager 
for the Grange Life of Lansing, Mich., 
with which he remained until 1922 when 
he joined the Wisconsin National Life. 
In 1926 Mr. Wallington left the agency 
field and was elected vice- -president and 
superintendent of agencies of the Agri- 
cultural Life, but he is now resigning 
that post to take the state management 





of the National Life of Canada. 
W. T. Coleman 

The Capitol Life of Denver has 
opened a branch office in Fort Worth, 
Tex. W. T. Coleman is general agent, 
with offices in the First National Bank 
building. John A. Waldrop is super- 
visor of agents in the Fort Worth 


branch. 
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EUBANK AGENCY GOES STRONG | 


Large Production Is Reported for the | 


Aetna Life Following Dissolution 
of Old Firm 


NEW YORK, Aug. 4.—The Gerald 
A. Eubank agency here of the Aetna 
Life, the successor of the famous Hart 
& Eubank agency that dissolved July 1 
after the appointment of Hugh D. Hart 
as vice-president of the Penn Mutual, 
reports a large production for its first 
month's operation after being reorgan- 
ized. In July the new 
Life agency 
for $3,478,000. Neither of these figures 
include group, which amounted to more 
than $1,000,000 for the month. For the 
first six months ending July 1 the Hart 
& Eubank agency wrote more than $48,- 
325,000 and paid for more than $31,340,- 
000 of new business. 


Plan Managers School for Cleveland 


Tentative arrangements have been 
made to bring the managers school of 
the Life Insurance Sales Research 
reau to Cleveland for a session early in 
December. About 30 enrollments are 
expected from Cleveland and from ten 
to 20 from the nearby cities. The school 
is being sponsored by the Cleveland 
Life Underwriters Association. 


Move Into New Quarters 


A banquet and program ewe the 
moving of the Ohio branch of the Busi- 
ness Men's Assurance into its new of- 
fices in the Yuster Building in Colum- 
bus this week. The banquet was held 
at the Athletic club. E. C. House is the 
state supervisor. 


Set Record Goal 
PITTSBURGH, 
policyholders service 
gust of the Edward 





Aug. 3.—The annual 
campaign for Au- 
A. Woods Agency, 


Eubank Aetna | 
wrote $4,635,000 and paid | 


Bu- | 


] 

— 

local representatives for the Equitable 
Life Assurance Society, was launched 


here last Monday and has as its aim the 
establishing of a new high record for 
August business. The campaign is held 
to honor Edward A. Woods, head of 
the agency, and William M. Duff, vice 
president of the company, both of whom 
are at present away on vacations. 

The present record for August under- 
writing is $5,360,000, accomplished dur- 
ing a similar campaign last year. De- 
termined to break this record by going 
over the top for the month with a higher 
figure, employes of the agency set out 
on their work with the “do or die” 
spirit. Plenty of incentive is offered the 
insurance men and women to put forth 
| their best efforts in the campaign for 
the five agents who turn in the best rec- 
ords will be rewarded with paid-in-full 
| trips to the convention of the National 

Association of Life Underwriters. 

Mr. Woods is spending his vacation 
at Lake Placid, N. Y., while Mr. Duff 
is vacationing at Rye Beach. The 
|} month’s business will be presented to 
{them upon their return at the end of 
l the month. 

During their absence Fred J. Steven- 
sen, assistant supervisor, and William 
| Downey, secretary, are in charge of the 
agency and are directing the campaign. 


J. H. Kay Makes Good Record 


J. Harold Kay 
talling $235,000, 
014, in his first 
time agent of 


York in the M. ° 


paid for 49 cases to- 
with premiums of $5,- 
six months as a full 
o Equitable of New 
Ford agency of New 


York City. "Betor becoming a full time 
agent Mr. Kay was a part time member 
ot the Ford agency staff for a year, 
during which he wrote $165,000 of busi- 
ness. All of Mr. Kay’s work has been 
dene on the “cold canvass” basis. He 
gives his clients a very high type of 


service and consequently has made many 
friends. It is expected that he will qual- 
ify for the half million corps before 
| Dec. 31 





a 


| IN THE MISSISSIPPI VALLEY | 





KANSAS TAX FIGHT EXPECTED | of all other life companies in the state. 


State Commission Likely to Make Big 
Increase in Assessments of Local 
Life Companies 





TOPEKA, KAN., Aug. 4.—Life com- 
panies domiciled in Kansas are expect- 
ing to have a fight on their hands rela- 
tive to their tax assessments. The tax 
division of the public service commis- 
sion has just certified the value of the 
Federal Reserve Life of Kansas City, 
Kan., as being a little above $300,000. 
In making a contest of the increased 


assessment the Federal Reserve officials | 


presented a statement of the assessment 


| This showed that the Federal Reserve 
was being taxed on a much higher valu- 


j} ation than the other companies. The 
result was that the commission ordered 
the statements of every company, filed 


in their home counties, presented to the 


ce mmission, 


These assessment statements, show- 
ing the property and securities of the 
companies, have all been received by 


| the commission. The statements are 
| now being checked and in a short time 
it is expected that the commission will 
announce its decision. It is believed 
| that taxes of these companies will be- 
materially increased unless the compa- 
nies go into court and are able to make 
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a showing that securities held as re- 
serves are not subject to taxation. 

At the last session of the legislature 
the tax division presented bills fixing a 
new method of taxing insurance compa- 
nies of all classes. The bills were de- 
feated, but they caused so much trouble 
that the companies have been expecting 
a big hike in assessed values. 


NEW INCORPORATORS NAMED 
Another Charter Is Applied for By 


La Salle Life, Which Is Or- 
ganizing in Chicago 


R. B. Newell, organizer of the La 
Salle Lite, Chicago, announces that the 
original charter of the company has 


been canceled and the original group oi 
incorporators has disbanded. A new 
charter has been applied for. The fol- 
lowing are the new incorporators, some 
of whom were in the original group: 


H. O. Penland and Erik T. Smith of 
the Lundoff-Bicknell Co.; H. R. Sha- 
piro, National Soap & Perfume Co.; 
A. G. Berkman, Berkman Health Club: 
H. L. Hagerman, Hagerman Construc- 
tion Co.; W. H. Ryan, B. A. Railton 
Co., and R. B. Newell, R. B. Newell & 
Co., all of Chicago; and A. ‘H. Vale, 
Richard C. Potter & Co., Western 


Springs, Il. 
Mr. Newell announces that the actua- 
rial work for the La Salle Life is being 


done by E. H. Burke & Co. and Miss 
J. M. Surdam. 
Staging August Contest 
R. E. Whitney, manager of the cen- 


tral department of the New York Life 
covering several middle western states, 
is conducting a special drive for business 
in August, having arranged competitive 
contests between the various agencies in 
his territory. He has set the goal for 
the month at $9,333,333. The largest in- 
dividual allotment is made for the cen- 
tral branch in Chicago, $1,833,333, its 


competitors in this contest being the 
combination of the West Side branch, 
the Stock Exchange branch, the City 


Hall branch and the Randolph branch 
all of which combined have an allotment 
ot $1,575,000. The Clearing House 
branch is paired off with the La Salle 
branch, the Fisher with the Dearborn 
branch, the Madison with the Security 
branch. Out in the field the Nebraska 
office is competing against the Des 
Moines and Waterloo offices, the Sioux 
City office is contesting with the South 
Dakota office and Decatur and Peoria 
are paired off. 


Beard Agency Won Cup 


The Crawford H. Ellis Loving Cup, 
which was the award to the leading 
producer of the Pan-American Life on 
a paid-for basis during “President's 
Month,” March, was formally presented 
to R. H. Beard last week. Mr. Beard 
is in charge of the Chicago agency 0 
the company. This cup is given each 
year to the leading producer during the 
contest. It stands seventeen inches 
high, is of sterling silver, and the pic- 
ture of Crawford H. Ellis, president, 
is etched on one side of the cup 


Optimistic on North Dakota 


Aiter a motor trip of about 
miles through North Dakota, O. J. : 


nold of Minneapolis, president of the 


1, Ar- 


Northwestern National Life, sees pros- 
pects for splendid business in the stat 
for the coming year. 

“Crop prospects in the area we 
toured were uniformly good,” said Mr 
Arnold. “In McKenzie and Williams 
counties, particularly, we saw the finest 


Land there is free from 


kind of crops. 

weeds and all the grain looks splen- 
did. In the Bismarck area we saw some 
fields of wheat that are beginning 
turn and corn there was the finest we 
saw anywhere.” 

Mr. Arnold made the trip with A. W 
Crary, Fargo, general agent for the 
company in North Dakota. : 

In life insurance Mr. Arnold tore 


ad 
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casts a big business in North Dakota. 
“Our own company shows an 80 per- 
cent gain in the state this year con- 
trasted with a general gain by the big 
companies in the United States of about 
23 percent,” said Mr. Arnold. “The rec- 
ord far maintained the first six 
months of 1927 should be bettered for 
the rest of the year.” 


sO 


Will Have Wisconsin Day 


The Wisconsin Insurance Federation 
will arrange to hold “Wisconsin Day” 
some time in October. The inaugura- 
tion of “Wisconsin Day” occurred last 
year. Walter W. Belson, executive sec- 
retary of the federation, will be in charge 
of arranging the program. 


Gives Up Loop Office 


C. M. Heublein, supervisor of the Chi- 
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Illinois Merchants Bank building, as his 
work is largely out in the state and in 
the metropolitan district of the city out- 


side of the loop. He makes his office 
at his home in the Edgewater Beach 
hotel. 
Missouri Agents Meet 

The Commercial Life of Kansas City, 
Mo., held an agency meeting last week 
in its home city, the Missouri agents 
attending. Talks were made by W. B. 
Kelly, of Springfield, Mo., R. J. Lee of 
Kansas City, President F. H. Uehling. 
Secretary J. A. Trumble presided. The 


company is writing a fine business this 
vear. 
Keep Up Million Pace 
The Frank L. Jones agency of the 
Equitable Life of New York at Indian- 


apolis has paid for over a million of new 

















cago department of the American Cen- | business each month this year. This is 

tral Life, has given up his office in the | exclusive of group insurance. 

ORDERS CHARTER CANCELLED /ern Mutual, the remainder being 
brokered by Mr. Hundley. Only one or 
two other men in Richmond are be 


Texas Appellate Court Holds for State | 
in Suit Against Bankers Life of Dallas 
—Out of Existence for 40 Years 


Che court of appeals at Austin, Tex., 
reversed and remanded the state’s 
case against W. D. Dilbeck, et al., oper- 
ators of the Bankers Life of Dallas, an 
assessment organization, with instruc- 
tions to render judgment for the state 
for cancellation of the old legislative 
grant charter. 

Some time ago the district court sus- 
tained the defendant's suit in abatement 
and the state appealed. The state’s con- 
tention was that the charter should be 
forfeited because it had not been in use 
for more than 40 years. It was taken 
over from operators of the old Texas 
Mutual at Galveston and the name and 
place of business changed by amend- 
ments. 

Since another Bankers Life is doing 
susiness in Texas and had been prior to 
the Dallas concern obtaining the old 
charter and changing the name, it was 
claimed there was much confusion among 
policyholders regarding the name. 

It is understood the Dallas company 
will carry the case to the supreme court 
of the state. 

The state in 


Nas 


this suit has sought to 
prevent barter in old legislative grant 
charters which manifestly were not 
sued for purposes to which they are put. 


is- 


Unusual Suit Under Group Policy 


\ peculiar suit has been instituted in 
Nashville against the Prudential. The 
Prudential issued a group policy to em 
ployes of the N. C. & St. L. Railway 
and one R. T. Madden was covered for | 
$3,000, Madden was later convicted of | 
criminal assault and is now in the peni 
tentiary under life sentence. Prior, 
however, to this conviction the David 
son county court held that Madden was 
of unsound mind and the Nashville 
[rust company was appointed guardian 
The trust company is bringing the suit 
under the clause in the policy that pro 
vides “if the employe shall become per 
manently and totally disabled, or phys 
ically or mentally incapacitated from 
earning a livelihood, then the face of 
the policy shall be come payable in 
monthly installments.” The = suit will 
he watched with interest 


Places $250,000 Policy at Richmond 


Joseph W. Hundley, agent at Rich- 
mond, Va., for the Northwestern Mu- 
tual Life, sold a middle-aged business 
man of that city a $250,000 policy the 
other day, running the total? amount of 
insurance carried by the man to $420,- 
000. It was a straight life individual 
policy designed to assure his family a | 
substantial estate at his death. All but 
$50,000 was placed with the Northwest- | 


lieved to be so heavily insured. 


Figures on Texas Business 


The 115 legal reserve life 
doing business in Texas in 


CoOMpants > 
1926 had in- 


| surance in force at the end of the year 


of $1,979,311,100, the report of Commis 


sioner Daniel shows. Of these com- 
panies 18 are Texas legal reserve, while 
“7 are out of state companies. All com 
panies show substantial gains in insur 
ance in force. 

rhe Texas companies now have $820, 
362.870 insurance in force, a gain of 


$91,133,097 over the previous year 


Twelve Texas fraternals showed in- 
surance in force $117,334,518 and 51 
fraternals of other states, $330,579,065 


Lamar Life Convention 


The Lamar Lite of Jackson, Miss., is 
making preparations for its annual 
agency convention to be held at the 
Edgewater Gulf hotel, Gulfport, Miss., 


Vice-President C. W. Welty 


sort of a family 


next week 
states that this will be a 
reunion 


Texas Commissioner Prospects 


Sawnie A\ldredge ot Dallas is beimg 
mentioned as a probable appointee as 
insurance Comnussioner of Texas on 
Sept. 1, when the term of R. L. Daniel 
expires Mr \ldredge is a former 
mayor of Dallas, a practicing attorney 
and a wraduate of the University of 
Texas It is conceded that Governor 
Moody will not reappoint Mr. Daniel, 


who was an appointee of the Fergusons. 


Should Mr Aldredac decline, as some 
think he will, the commissioner's job 
Cousins, Ir... an as- 


may go to R. B. 
sistant attorney general under Governor 
the 


Moody when latter was attorney 
yeneral, Mr. Cousins continued under 
Attorney General Pollard. He has 


handled all insurance litigation and ques- 
tions inyolving insurance 


New Company at San Angelo 


\ charter has been granted to the 
Western Reserve Life of San Angelo, 
lex., and a permit to do business has 


been issued by the Texas department. 
It is a legal reserve company with capi- 
tal of $100,000 ang a surplus of a like 
amount, both fully paid in. The com- 
pany will be domiciled in the First Na- 
tional Bank Building. 

The entire capital stock and surplus 
vas subscribed by San Angelo and west 
Texas business men, cattlemen and oil 
men. Business men of San Angelo an- 
nounced following a meeting a_ few 
nights ago that they would furnish the 
company with applications aggregating 
$1,000,000 the day it opened its books 
for business. 

At a meeting of the stockholders in a 
few days the directors will be named 
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and the board will then name the ofh- 
cers. The company will begin writing 
business as soon as the organization 1s 
completed. 


Held Meeting at Shreveport 


Dr. E. G. Simmons, vice president and 
general manager, Dr. Marion Souchon, 
Vice president and medical director, and 
Miss B. B. Mactarlane, agency super- 


visor for Louisiana for the Pan-Amer- 
ican Life, held an agency meeting at 
Shreveport last week, with Homer 5S. 


Smith and about 20 of the members of 
his agency. Dr. Simmons made an in- 
spiring talk on the policy and plans of 
the company. Dr. Souchon analyzed 
the business of the agency which showed 
up exceptionally well from the stand- 
point of issued and paid-for business, 
and persistency, in spite of adverse con- 


ditions which have existed in this ter- 
ritory. Miss Macfarlane discussed the 
different policy contracts of the com- 
pany and gave a sales talk covering the 


approach, the close and meeting objec- 
tions. Mr. Smith gave an interesting 
talk and all the agents present joined in 
a round-table discussion. At the ban- 
quet in the evening, Mr. Smith had as 
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Barr, actuary of the Louisiana State 
Life. and the medical examiners ot the 
Pan-American from Shreveport § and 


Monroe. 


Insurance Men Heavily Insured 


Phat they believe in the 
article they sell is evidenced 
cent compilation of names of Dallas me 


worth of t! 
by a re- 


who carry more than $100,000 
insurance, since Clarence Linz heads 
the list with $1,036,000, Harry L. S 
follows with $732,640, Carr P. Collins 
with $485,000, E. P. Greenwood wit 
$120,000 and Sam P. Cochran and Les 
lie and D. E. Waggoner each 
more than $100,000. 
Suit Was Dismissed 

Last Saturday at Fayetteville, 
the court dismissed the suit brought b 
R. H. Whitlow, secretary the Mutua 
\id Union of Rogers, Ark., charging 


mismanagement and asking for an ac 
counting. He further asked for the a; 
pointment of a receiver for the Mutual 
Aid Union, Mutual Progressive Lie, 
Union Aid Life and Union Life of Rog 
ers, all affiliated companies. The court 
held that there was no ground for 

















his guests in addition to the members suit and hence the management was 
of his agency and their wives, W. J. cleared. 
PACIFIC COAST AND MOUNTAIN FIELD 
| Se ‘ be 7 
accession being the Mountain States 


WARNING ON POLICY CHANGES 


Oregon Commissioner Advises Policy- 
holders to Deal Only With 
Original Company 


SALEM, ORE., Aug. 4.—Declaring 
that, representations to the contrary not- 
withstanding, the activities of life in- 
surance agents toward inducing policy- 
holders to exchange their endowment 
and limited pay policies for ordinary life 
policies in other companies, under the 
guise of securing more for their insur- 
ance investment, operates to a definite 
loss to the policyholder, and, while tech- 
nically within the strict letter of the law, 
is “dangerously to the prohibited 
practice called “twisting,” Commissioner 
Lee has sounded a warning to policy- 
holders and agents against this practice. 

The commissioner counsels 
holders, in the event of a desire to ex- 


close” 


policy . 


change their original policies for a dit- | 


ferent form of protection, to deal with 
the company issuing the original policy 
as a matter of economy to the policy- 
holder, justice and fairness to the origi 
nal company and, from the insurance 
standpoint, having a salutary effect 
in reducing the lapse and cancellation 
ratio of all companies and the fostering 
of public confidence and security in life 
insurance generally. 

“There is a time when a limited payment 
policy is selected and is of special value 
to the policyholder,” he says. “There is 
also a particular reason for an annuity 
and everyone knows the value of an old 
age endowment. If one can safeguard 
those dependent upon him in the event 
his death and, at the same time, in- 
sure himself against dependency in old 
age, he has obtained double protection 
and it can not be denied that this i 
more of a safeguard than if he had pur- 
chased insurance for but one of the con- 
tingencies mentioned. 

“I am inclined to the belief that over- 
ambitious agents influence policyhold- 
ers to exchange the before-mentioned 
policies for ordinary life or whole term 
policies in competitive companies solely 
that the agent may thus obtain a com- 
mission thereon. Though their argu- 
nient may sound plausible the practice 
is not a good one and, while possibly 
within the strict letter of the law, is not 
to be classed as clean salesmanship and 
is dangerously close to ‘twisting’ as I de- 
fine it.” 


as 


ot 


1s 


Seven California Companies 
There are now seven home legal re- 


serve companies in California, the latest 


Life which moved to Hollywood, Los 
Angeles, from Denver. Last vear tix 
home companies in California wrote in 


new business in the state $96,442,889 
They have insurance in force $457,707 
296. The companies are the Pacific Mu 
tual, Western States Life, California 
State. West Coast. Occidental Life of 
Los Angeles, Great Republic Life ai 

Mountain States. The Pacific Muti 


has $197,948,736 in force. 


Buck Cenducts Oregon Meetings 
M. Buck, superintendent 
for the Central Life of lowa, 
held two sales meetings in Oregon re- 
cently. The first was held in Portland, 
where the staff of Manager R. L. Wil- 
son was given a banquet and some in- 
spirational talks. The following day 
Mr. Buck held a duplicate meeting 
Salem, Ore., where were present C. B 
Williams and staff. Pacific Coast Mar 
ager Elliott from San Francisco 
also present at both meetings 


Creorge 
agencies 


VV 
Was 





Explains New Course to Agents 


C. W. Hollebaugh, field secretary of 
the Western States Life of San Fra 
cisco, has been strenuously occupied 


since July 1s in visiting the branch offices 
of his company in California, Utah, 


Oregon and Washington, explaining the 
educational course recently designed | 


) 


him for the training and improvement 
ot efficiency of members of the field 
force He visited Sacramento, Stock 
ton, Fresno, Bakersfield, Les Angeles, 


Salt Lake City, Portland and Seattle 
Agency meetings were held in each cit) 
Mr. Hollebaugh giving a two hours talk 
“How to make more money selli 
life insurance,” in connection with whicl 
the course was explained and its valu 
shown in effecting increased productiot 
of business 


on 


Thomson Ends Agency Trip 
Thomson, vice-president 
the West Coast Life, has returned fron 
a two weeks’ agency trip through the 
Pacific northwest and intermountain te 
ditory of the company. 


Gordon 


Miller Huggins Increases Line 
NEW YORK, Aug. 
surance totaling more than $25,000 
written here week on Babe Ruth's 
Miller Huggins, the veteran man 
ager of the pacemaking Yanks in th 
American Baseball League. While the 
exact amount of the insurance has not 
been stated $20,000 of it has been placed 
for in the Canada Life 


4.—Personal in 
was 
last 


DOSS, 


and paid 
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Think It Over! 


The Summer is here, vacations are close by and 
consideration of business changes is deferred until 
the Fall. This gives you ample time in which to weigh 
the advantages of life insurance salesmanship as against 
the salaried position in office or shop,—to contrast out- 
doors with indoors, freedom with timeclock, income limited 
only by your industry and intelligence with income fixed 
by the market price for clerical labor, mental broadening 
with mental stagnation, business prestige with business 
submission. Consider these things carefully during the 
Summer months, and make up your mind that when Fall 
comes you will enter the larger life. 

The PENN MUTUAL welcomes men and women who 
have ideals, are ambitious, and, above all, who are indus- 
trious. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Founded 1847 

















HOME LIFE INSURANCE COMPANY 


OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 


Home Life Agents are satisfied 
A Home Life Contract brings prosperity and progress 
* * * * * 
Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
who loves his family 


INDEPENDENCE SQUARE PHILADELPHIA, PENNA. 

















Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


WE ISSUE 
STANDARD ORDINARY AND INDUSTRIAL POLICIES 


J. C. MAGINNIS, President J. N. WARFIELD, Jr., Secretary-Treasurer 
J. BARRY MAHOOL, Vice-President DR. EDWARD NOVAK, Medical Director 


TODAY’S BIG MOTOR 
PROBLEM 


DrivinginSafety The Rightsof Motorists 
The Rights of Pedestrians 


A booklet called “CONTROL: Rules for Safe Driving,” 
prepared by an experienced traffic officer, has been issued by 
the John Hancock Mutual Life Insurance Company of Boston, 
Thousands of copies have been distributed throughout the 
country to motorists by Safety Councils and Chambers of 
Commerce. 


The Director of Safety for the Chicago Motor Coach Com- 
pany writes regarding this booklet: 


“If it were physically possible to get one of these 
booklets in the hands of every one that drives 
motor driven vehicles and if it were possible to 
make them read and study this interesting booklet, 
a large number of lives would be saved.” 


Copies of this booklet “CONTROL,” can be obtained from 
any agent of the John Hancock Mutual Life Insurance Com- 
pany. 


Or upon application 
to the Inquiry Bu- 
reau,107 Clarendon 
St., Boston, Mass. 





LiFe INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 















































What’s Ina Name? 


NAME is like a flag. In itself it means nothing. What 

it represents means everything. The record of success 
and sturdy growth for over thirty years that stands behind the 
National's name should interest anyone seeking an accident 
and health connection. 





Licensed in all states. For information address: 


Agency Department 


NATIONAL CASUALTY COMPANY 


DETROIT, MICHIGAN W. G. CURTIS, President 
RAE A ARS EC OE 








COMPANY 


CHICAGO 


Executive Office: Jacksonville, Illineis 


Life ‘ Health ‘ Accident 














Wanted—A Supervisor 


Officials of an Eastern Company are in Chicago now 
interviewing applicants for the recently created position 
of Western Supervisor. 


The man selected will make his headquarters in Chicago 
or Kansas City. He must have a successful record as a 
personal producer and as a supervisor of men. He must 
possess initiative and the ability to work in close harmony 
with the managers and agents under his supervision. 


If you think you possess the necessary qualifications and 
are desirous of making an unusual connection, write or 
wire immediately to B57, in care of The National Under- 
writer. 


























THE NATIONAL UNDERWRITER 





k 





IN THE ACCIDENT AND HEALTH FIELD | 











NEW RULES ARE ANNOUNCED 


Pacific Mutual Life Announces Prac- 
tices on Non-Cancellable Business 





For Future 
W. W. Beckett, vice-president and 
medical director of the Pacific Mutual | 


Life, has advised all general agents and 
managers of the company that the fol- 
lowing new rules on non-cancellable bus- 
iness have become effective: 

“When the total amount of non-can- 
cellable or non-cancellable and new form | 
permanent total disability benefits in 
this company, including that in force, 
exceeds $300 monthly indemnity, reports 
of two medical examiners are required 
and the examination should be made on 
different days. Where examination has 
been made within one year and the 
amount of the new application does not 
exceed $300 monthly indemnity, one new 
examination will suffice. 

“Microscopic urinalysis is now required 
when the amount of non-cancellable in- 
surance—including non-cancellable insur- 
ance in force but not including per- 
manent total disability insurance—ex- 
ceeds $300 monthly indemnity, instead of 
only on $500 per month cases as in the 
past. When non-cancellable insurance is 
applied for as a companion policy to 
life insurance in some other company, 
the medical report of the other com- 
pany’s examiner, provided he is a reg- 
ular active examiner, written on our 
company’s report form, will be accepted. 
His credential blank properly completed 
should accompany the application unless 
already on file at the home office. Ili 
in such cases the amount involved ex- 
ceeds $300 monthly indemnity, two med- | 
ical examinations are required, one of | 
which must be made by your own ex- 
aminer.” 





Beson Heads Company 


recently general manager of the Bank- 
ers Casualty of Springfield, and prior 
to that was an official of a company in 
Minneapolis 


R. B. Beson, well known in the acci- | 
dent and health business, has been | 
elected president of the American In 
dustrial of Springfield, Ill, which has | 
been revived. F. G. Hoagland, formerly 
well known in the life insurance field | 
but for the last 20 years engaged in | 
the oil business in Oklahoma, has re- 
habilitated this company and has be-| 
come vice-president. Mr. Beson was | 


Grant on Coast Trip 
FRANCISCO, Aug. 3.—W. T. | 
Grant, president of the Business Men's 
Assurance, and L. L. Graham, chief of 
the claims department of the company, 
left San Francisco Wednesday after 
concluding a successful sectional sales 
conference with the company’s agents | 
about San Francisco territory. They will | 
hold a similar convention in Los An- 
geles on Saturday. Mr. Grant addressed 
the Accident & Health Managers Club 
in San Francisco Tuesday, discussing 
the taxation of insurance and the plans 
under consideration for institutional ad- 
vertising by the Health & Accident 
Underwriters Conference, of which he is 
also president. 


SAN 











Forrest as a Novelist 

Vice-President and General Manager 
Alfred E. Forrest of the North Ameri- 
can Accident of Chicago has made his 
bow as a novelist. His new book, “Si- 
lent Guest,” is now being put on the 
market. It is a mystery story, reveal- 
ing two themes: One is the subject of 
mediumship and spirit communication 





and the other is prison reform. Mr. 
Forrest has given much thought and 
study to both subjects. 

Immediate Notice Case 


Where plaintiff failed to notify defend- 


lof $2,500. 


ant until six months after an accident, 
held that this was not a compliance with 
the condition of the policy to give imme- 
diate notice. For error in submitting to 
the jury the question of waiver, judg- 
ment reversed and new trial ordered, 
Hermance vs. Globe Ind., N. Y. Sup, Ct., 
App. Div., 3rd Dept. 


Great Western Lays Cornerstone 


The Great Western of Des Moines laid 
the cornerstone of its new home office 
building Nuk { with imposing cere- 


monies 


Illinois Mutual Casualty Election 
meeting of the Illinois 
Mutual Casualty at Peoria, in addition 
to the reelection of ©. I. MeCord as 
president; F. L. Davies, Danville, IIL, 
vice-president; G. P. Rdwards, secretary- 
und kK. C. Ferguson, East St. 
Louis, Ill, chairman of the board; (. A. 
McCord of Peoria, and E, A. MeCord of 
Fort Worth, Tex. were elected vice- 
presidents. 

The company 
Indiana, Illinois, 
Wisconsin and has 
te rience 


At the annual 


treasurer, 


business in 
und 
eX- 


doing 
Missouri 
excellent 


is now 
Michigan, 
had an 
i 


Kokomo Company Changes Name 


The Kokomo Life <&€ \ccident of 
Kokomo, Ind., has filed amendment to 
its charter changing its name to the 
American National Assurance 

Sues for Disability Claim 

LOS ANGELES, Aug. 3—Suit has been 
filed here by (. A. Whitman, a policy- 
holder of the Illinois Bankers Life As- 


sociation of Monmouth, ITIL, 


recover the sum claimed due under a 
disability contract The plaintiff held a 
policy with this assessment life associa- 


totally and permanently 
incapacitated, filing claim under his pol- 
icy. The company wrote to him, saying 
that the claim department had approved 
the claim, but it was held pending his 
selection of the optional form of pay- 


tion and became 


ment. The plaintiff then selected option 
l, a cash settlement, and returned the 
policy to the company in order to effect 
payment. The company then wrote to 
the plaintiff, rejecting the claim and 
stating that his case did not come within 
the coverage of his policy. « Mr. Whit- 


| district agent at 


seeking to ! 


disability payments 


man is receiving 

from the Aetna Life under its disability 
policy provisions, but the Illinois Bank- 
ers Life stated that its clause did not 
cover incapacity for his occupation but 
for all occupations and that would not 
cover this case, The suit will be heard 
at Los Angeles early this month. 


Baltimore Accidents Increase 


BALTIMORE, Aug. 3.—Pedestrians be- 


tween the ages of 17 and 21 years exer- 
cise more care in crossing streets than 
at any other age, according to records 
of Capt. Joseph McGovern of the acci- 
dent prevention bureau of the police de- 
partment The first six months of this 
year show a total of 96 persons killed 
by vehicles in the city, an increase of 
18 more fatalities than during the same 
period of last year. Of the men, women 
and children fatally injured since Jan. 1, 


one between the 
age of 17 and 21. Of the 96 fatalities 
this year 70 resulted from automobile 
accidents, 16 from street cars, 9 by rail- 
road trains, and one by a horse driven 
vehicle. 


the police records show 


Cup to Contest Winners 


MILWAUKEE, Aug. 3.—T. J. Tughscher, 
Marshfield, Wis., for the 


Time of Milwaukee, has presented a 
silver loving cup to the Tico Club, com- 
posed of city agents of the Time here, 
who won the contest staged in May. Mr. 
Tuchscher challenged the Milwaukee 
agents for the contest for business in 
May, but the Milwaukee men won. He 
has nine agents in the Marshfield dis- 
trict. He was such a good loser that 
he presented the cup to the Milwaukee 
men. 

Mr. Tughscher still believes he can 
write more business in his section than 
can the Milwaukee agents, and he has 
issued another challenge, this time to 
cover September, October and November, 
which has been accepted by the local 
agents. 

As a result of the May contest, the 
Time experienced the largest month it 
has had since 1922, and the officers look 


volume of business 


forward to a big 
1 result of the 


from Sept. 1 to Dec. 1, as: 
new contest. 





Gets Indianapolis Company 


completed 
became 


A contract has been 
whereby Harold R. Overton 
of the National Reg- 


owner and manager 

istry Company, a travel accide nt com- 
peny in Indianapolis. Mr. Overton is a 
well-known insurance man, being state 


manager of the Inter-Ocean Casualty and 


secretary of the H. A. Davis Company. 








_NEWS ABOUT LIFE POLICIES _ 








Policy Literature, Rate Books, etc. 


Digest” and ‘Little Gem,”’ 





New Policies, re Rasen, —~_ > Surrender Values, and all Changes in 


Published ae in May and April respectively. 
PRICE, $4.00 and $2.00 respectively. 


pplementing the “‘Unique Manual- 

















ADDS ORDINARY LIFE POLICIES | 


Complete Line Announced by Washing- 
ton Fidelity National of 
Chicago 


The Washington Fidelity National of 
Chicago has announced a complete line 
of ordinary policies which it is adding to 
its other life forms to complete the com- 
prehensive policy schedule of disability 
and life contracts. The new policies is- 


sued are premium reduction full life, 
20-payment life, 20-year endowment, 
|endowment at age 85, and a special 


whole life form which is issued in units 
With the policies are op- 
indemnity and disability 
on the new policy 
without disabil- 


double 
The rates 
$1,000 and 


tional 
benefits. 
forms, per 


ity, at five year intervals are as follows: 
Reduct, 

Life 20 
Pay 
L ife 
21 


Prem. 


Whole end. 








After 

Ist yr. Ist yr. 
5...... $21.90 $1 : 
® > 





rates 





special $2,500 whole life policy are as 
follows: 
Special Whole Life (2.500) 


Age Prem Age Prem Age Prem. 
25... .$39.20 35... .$52.03 45....$76.05 
30... 44.78 40.... 61.60 50.... 94.08 


|NEW DIVIDENDS ANNOUNCED 


| the 


at Sei year hatervalle on the | 


Minnesota Mutual Publishes 1928 Sched- 
ule for Both New and Old 
Premium Scales 





The Minnesota Mutual Life has an- 
nounced its dividend schedule for 1928, 
applicable to the policies issued under 


the new premium schedule recently 
adopted and projected into the future on 
basis of present payments. The 


schedule is as follows on the principal 


policy forms at five-year intervals, per 
$1,000: 
Endowment at SS 
| Age 25 30 35 40 45 50 
Prem. $19.70 22.44 26.00 30.73 37.11 45.88 
Div.: 
1 2.83 3.17 3.63 3.91 4.28 5.00 
2 3.01 3.39 3.91 4.15 4.63 5.51 
ate bine 3.19 3.60 4.10 4.41 4.98 6.03 
err 3.38 3.84 4.29 4.68 5.36 6.55 
aor 3.57 4.08 4.50 4.97 5.75 7.10 
. see 5.09 5.61 6.17 7.06 8.48 10.39 
Ne 6.56 7.18 8.11 9.55 11.41 13.67 
2a 8.06 9.01 10.44 12.25 14.36 16.72 


| 
| 


August 5, 1927 
20 Pay Endowment at S35 
Age 25 30 35 40 45 50 
Prem. $28.24 31.09 34.60 39.03 44.74 52.42 
Div.: 
eer 2.44 
rere 2.78 
Boceee 3.13 
Geavce 3.49 
iavtieie a's 3.85 
, ae 6.14 
15 &.62 
20 11.53 





20 Year Endowment 


Age 25 30 35 40 45 Bf 
Prem $47.28 48.02 49.13 50.89 53.79 58.68 
Div. 
¥ 2.52 2.80 3.17 3.39 3.70 
: 3.3 3.75 3.91 4.28 
4. 4.46 4.87 
4. 5.02 5.48 
5. ».60 6.12 
9.39 10.20 


13.78 14.58 
18.54 19.05 
The new schatnde for the old policies, 
issued under the schedule adopted in 
1908 and discontinued this year, is 
shown as follows per $1,000: 

Ordinary Life 





also 











| 
b. OF 8 
| 5. x 3! 
| 5. 93 9! 12.65 
| 15. 8.06 8.80 9.88 11.46 13.50 15.95 
20. 9.58 10.64 12.22 14.18 16.44 19.00 
| 20 Payment Life 
30 35 40 $5 50 
47.62 55.24 
| 
6.19 6.99 
6.65 7.59 
7.14 8.21 
| 7.62 8.85 
8.14 9.48 
| 11.55 13.31 
| 15.19 17.14 
a 18.90 20.78 
| Age 45 ne 
| Prem 55.92 61.06 
Div pees Ks 
O.o8 6.53 
| 6.16 7.21 
6.76 7.92 
7.37 8.64 
8.02 9.36 
12.13 13.64 
16.55 17.95 
| 21.05 22.16 
| — 
Northwestern National 
| The Northwestern National Life has 
extended its income total disability 
clause No, 2, which has been sold only in 
connection with a retirement income 
| contract in the past, to any endowment 





policy payable at maturity as incom: 


This clause replaces the former disa 
bility clause applying to the other en 
dowment income policies and liberalizes 


the features, as it continues the dis: 
bility coverage until maturity date of 
the policy, even though the policy does 


which was 
covernuge 


not mature until after age 60, 
the former limit of disability 
on all forms. 


Pacific Mutual Life 


The Pacific Mutual Life 
new rate manual which 
pletely revised as to forms. 
a few policy changes, notably the addi- 
tion of rates for ages 10 to 16, the rate 
at age 16, having heretofore applied for 
the 


has issued 
been com 
There are 


has 


the younger ages, but otherwise 
changes are in the form of the book. It 
is a loose leaf leather bound book, wit! 
the rate quotations divided by classi- 
fication, arranged for ready reference 
and easy access on the part of the 
agents. 





Joins Travelers Publicity Staff 
G. D. 


Indianapolis 
recently al 


Newton, former 
newspaper man and more 
instructor in the department of jour 
nalism at Indiana University, will join 
the staff of the publicity department 
of the Travelers. Mr. Newton's first 
reportorial work was at Shelbyvill 
Ind., and after graduation from Indiana 
University he went to the Indianapoli- 
“Star.” A year later he went to the 
Indianapolis “News” and for two years 
had charge of the copy desk on that 
newspaper. For the past two years he 
has been a member of the faculty o 
Indiana University. 


Arthur C. MeGill has joined the Equit 


able Life of Iowa in the investment de 
partment. He has been connected as 
legal advisor with the Chicago Land 


Bank branch at Des Moines 





an 














ase ead 
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if D T life insurance man goes to a prospect | mentally That is, they must always be 
McNamer Declares Life Agents Do | oo Se can aes caichaa’ beberastion teoun the Gomieans tome. tee one ate 
enable him to advise as to his | the impression that they are putting 


Little Creative Thinking in Their Selling | sie’ issurance’ program. "The tie insur-| something, over. Life ineurance wil 
Work and Are Therefore Ptendicapped 


long as salesmen are trying to ‘hook’ 

| people. When you sell life insurance you 

are rendering a distinct service. You do 

ARRY C. McNAMER of the Equi- ' knowledge. Life insurance mon not have to put anything over. You do 
H table Life of New York in Chi- ; reaches out into a multitude of channels 
cago, former president of the Chi- | It pays once in a while for a life insur- 

‘ago Life Underwriters Association, in | ance man to stop and tell a prospect the 


not have to employ high pressure meth 
c “I regard my renewals as my profit 
his talk before the agency convention of | scope and magnitude of life insurance 


ods 

} account. At the present time my re- 
he Midland Mutual Life of Columbus | He should carry a few statistics with him, newals constitute 40 percent of my total 

Chicago last week said that in his | such as the total assets of life insuranc« 
observations of life insurance men he | companies, amount in force, ‘total il 
had found many who thought them-/| come, total paid policyholders. This | 
selves failures had quit too soon. They | might be compared with the record of 10 
were just on the brink of breaking | years ago. These few statistics will 
through and accomplishing something | show people the tremendous develo; 
when they left the field. Mr. McNamer | ment of life insurance and place it occu 
stated that there is too little creative | pies in the economic and business world 
thinking on part of the life insurance | Then the point can be made that ever) 
agents. They must put the life insurance | policyholder is a partner in this great 
story in terms and in language that the | enterprise. 
policyholder can readily understand and | “Life insurance men should appreciate 
comprehend. Continuing further, Mr. | the opportunity they have of doing a 
McNamer said: great constructive piece of work. Every 
“The life insurance man should have | dollar of life insurance they sell will be 

the ability to picture a situation. This | applied to some real good. I think that | 
should be vivid in the mind of the pros- | our life insurance instructors have gone | self. He should have money in his 
pect. The picture that the life insurance | too far in some information they have pocket and money in the bank. I know 
man sees should be created in the imag- | given. For instance, we are told that a 2 B an agent that always carries $50 in his 
ination of the man he is canvassing. The | man should not be approached until the HARRY ©. BARES pocket. If he feels that he is not getting 
life insurance agent should always be | agent has all possible information about | @@@!tsble Life of New York in Chicage | anywhere he reaches down in his pocket 
what he pretends to be. He should not} him. I think that that is a mistake and knows that he has money. That is 
pose as somebody else or try to live in | People resent having outsiders come to | 2™ce agent in talking over the subject | good psychology. ; 
another character. When the picture is | them filled up about private information | With his prospect should feel that here “T am acquainted with two men down 
plain and well painted the prospect will | concerning them. They feel that these | are two men sitting down quietly and | jn I}linois who live in a town of four 


| income. I want to write business that 

will stay on the books, because I have 
| great respect for my renewals. When 
tricks are employed or high pressure is 
brought into play the business so writ- 
ten will slough off the books. It is worth 
nothing to the company or the agent. 


| Agents Should Possess 
| Some Means Themselves 


| “We should all aim to make sufficient 
money in our work to give us a good 
living and enable us to have money to 
invest. Every agent should save his re- 
| newals. The life insurance man can do 

a lot better work if he has money him- 





always appreciate it. outsiders have been nosing around into talking over in an intelligent way the or five thousand people and who write 
“Life Insurance men touch all lines | affairs which are none of their business. | problems that they must solve $1,000,000 of insurance every vear. They 
of activity. If they have the power of | The average man does not want his pri “Some salesmen take the attitude that | are able to do this because they are 
absorption they will gain much valuable | vate affairs known far and wide. If a| it is up to them to control the prospect | factors in their community. They have 








VICTORY LIFE INSURANCE COMPANY 


Profitable arrangements for Brokers and other company agents who 
wish to place their business on colored risks 


Agencies already operating in Illinois, Missouri, Texas, Kentucky, Ohio, West Virginia, 
District of Columbia, New York, Maryland, Indiana, Virginia and New Jersey 
Write the Company — 3621 South State Street, Chicago 




















Address 


SIX MEN 


We have six new territories 
for six good men under real 
general agent’s contracts. 








INSURANCE CO. 


66 BROADWAY NEW YORK 





































































































20 THE 
CALIFORNIA NEW YORK 
oodward, Fondiller and Ryan 
BARRETT N. COATES Consulting Actuaries 
Actuarial, iy in = bran ~ of In- 
CONSULTING pny 
Installations — Companies and Associations 
354 Pine Street - - San Francisco nen et pen sauieeeh oO e ieeetonae ‘ona 
Reorganizations — Insurance Accounting and 
Auditing 
75 Fulton Street New York 
ILLINOIS 
| OKLAHOMA 
F. CAMPBELL 
ONALD F. CA | J. McCOMB 
CONSULTING e COUNSELOR AT LAW 
ACTUARY CONSULTING ACTUARY 
160 N. La Salle St. Premiums, eserves, Surrender 
Telephone 7298 —e etc., Cpnaeies. Valuations 
anc examinations Made. Policies 
CHICAGO, ILL. | and all Life Insurance Forms Pre- 
| geree. The Law of Insurance a 
| pecialty. 
| Colcord Bldg. OKLAHOMA CITY 
| 
A. GLOVER & CO. ' 
° Consulting Actuaries 
29 South La Salle Street, Chicago (CONT'D FROM PRECEDING PAGE) 
Life Insurance Accountants money. They own stock in the bank 
Statisticians | They are interested financially in other 
| local enterprises. They are two of tli 
| substantial men of their communtt 
They have saved their money and pros- 
H. NITCHIE | pered. Because of this, people in 
7 ACTUARY neighborhood have confidence in them. 
1523 Assn. Bldg. 19 S. La Salle St. They have been successful in their pet 
Telephone State 4992 CHICAGO | sonal affairs. People therefore look up 
to them. 
Shapro Makes His Men 
INDIANA Save Their Money 





—— 
HGH, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 











H ARRY C. MARVIN 
Consulting Actuary 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








IOWA 





L. MARSHALL 
*CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 
ACTUARY 
224 Argyle Bidg., Kansas City, Mo. 








A LEXANDER C. GOOD 


CONSULTING ACTUARY 
1416 Chemical Building 
ST. LOUIS 





NEW YORK 





Mi M. Dawson & Son 


‘CONSULTING 
ACTUARIES 
33 W. 4th St. New York City 




















“Out at Oakland, Cal., is Ben Shapro 
I suppose that his agents as a whole ar 
as prosperous as any other men in a 
single agency. Why is this? bx 
Shapro requires all -his agents to save 
their renewals and invest them in securi- 
ties. He does not want a man to go out 
| from his office unless he has something 
back of him. He feels that it is deci 
edly necessary for life insurance men to 
have money of their own and some i 
| vested. Therefore Mr. Shapro compels 
his men to invest their renewals.” 


Southland Life’s Baseball Contest 


The Southland Life of Dallas has 
launched a “baseball contest” with trips 
to the world series as the most attrac- 
| tive prizes. Other prizes are trips to 
the Dixie series, and $50 cash prizes 
| each for the three agents making great- 
est increase over August, 1926. 

For the contest the agency force is 
divided into teams consisting of four 
districts in Texas, the home state; all 
of Oklahoma, Tennessee, Mississippi 
and California, with general agents as 
captains. Each week the teams are pit- 
ted against different teams, rotating un- 
til they meet every team some time 
during the contest. 

This is the second year the baseball 
contest has been used by the company. 
Commenting on the results last year, 
President Harry L. Seay said that last 
year the August business surpassed ma- 
terially in production the same month 
in 1925. 





New Bar Directory tory Published 


The 1927-8 issue of “The Insurance 
Bar,” the annual insurance bar directory, 
ool come from the press and is now 
being circulated. This book is published 
under the auspices of the International 
Claim Association and is edited by R. 
W. Martindale, who is a lawyer and 
has also had long experience in prepar- 
ing law directories and digests. The 
book contains a directory of insurance 
lawyers throughout the country and also 
a digest of the insurance laws as ap- 
plying to life, accident and health, and 
liability insurance. It was first issued 
by the International Claim Association 
a year ago and has had a wide accept- 
ance among both underwriters and at- 
torneys. 








NATIONAL UNDERW RITER | 


G. A. EUBANK RESIGNS 


POSITION WITH AETNA | 


HAD MADE NOTABLE RECORD 


New York General Agent’s Change Fol- 
lows Closely on Action of Hart, 
Former Partner 


YORK, Aug. 4.—Gerald A. 
Eubank, popular and well-known gen- 
eral agent here of the Aetna Life and a 
former member of the famous team of 
Hart & Eubank, who separated on July 


NEW 


1 on Mr. Hart's resignation to accept 
appointment as vice-president of the 
Penn Mutual, has also resigned his con- 
nection with the company. In announc- 
ing his decision here today, Mr. Eubank 


e following statement: 


“IT tendered my resignation as general 
igen e Aetna Life in New York to 
Pres it Brainard on July 19, effective 

















GERALD A. EUBANK 


Oct. 1. Reasons for my action were 
clearly set forth At the personal re 
of Mr. Brainard I withheld aah 


announcement of this fact un- 
resignation has been ac- 
cepted, and I shall relinquish my duties 
s general agent on Sept. 30. Matthew 
F. Kane, John J. Gordon and H. G. 
Henderson, who have been my chief as- 


ing public 
til today. The 


sistants in the 
will leave with me on Sept. 30.” 

On account of their outstanding per- 
production figures 
about three 


sonal and agency 


since joining forces here 

: both M 
vears ago, both Ar, 
Hart nationally 
insurance circles, their 
all other 


for ordinary 


known in life 
agency 


became 


agencies of the country in paid- 
business last vear and the 
vear before. They also made a name 
for themselves in agency educational 
work, being perhaps the first to organ- 


August 5, 1927 


| NEW BUILDING PLANNED | 
FOR TRAVELERS GROUP 


|START CONSTRUCTION SOON 


signed by Charles Bulfinch, probably 
; the most famous of early American 
| architects. It is preserved by the city 


Sixteen-Story Structure, to Harmonize 
With Historic Surroundings, Pro- 
vides for Extended Expansion 


HARTFORD, Aug. 3.—Plans have 


been drawn and construction work wilf 


soon start on another addition to the 
home office buildings of the three Tray- 
elers companies which will accommodate 
2,000 additional employes. The com- 
panies already have in their group of 
buildings 18 acres of floor space and 
some 5,700 employes. The new building 
will provide five additional acres and its 
construction comes just after other new 
buildings and additions have been com- 
pleted, which added six acres the past 
two years. 

The new building, 
i high, will 


which will be 16 
adjoin an 11-story 
juilding that now houses the various 
di visions of the compensation and lia- 
bility department of the Travelers and 
also the various divisions of the Trav- 
elers Indemnity and Travelers Fire. 
rhe latter company will move into the 
upper floors of the new building and 
the compensation and liability division 
will expand into the other floors. The 
Hi artiord branch office will occupy the 
wwer floors. As the building will face 
the square containing the old city hall 
and postoffice in the center of the city, 
the branch office will have an unusually 
fine location. 
_ The old city hall, once the state cap- 
itol building of Connecticut, was de- 


stories 


of Hartford as an historic relic and was 
reproduced at the Sesqui-Centennial in 
Philadelphia last year as the Connecticut 
state building. The new Travelers build- 
ing has been designed to fit into the 
picture of which this old city hall is 
the center. Similar architectural lines 
have been adopted to fit the taller build- 
ing and the same materials will be used 

brown stone below, red brick for the 
main shaft of the building, and white 
limestone above. 


| BILL TO REFUND ILLEGAL 


conduct of this agency, | 


INHERITANCE TAX VETOED 


_ MADISON, WIS., Aug. 4.—Governor 
Zimmermann has vetoed a measure 
passed by the Wisconsin legislature au- 
thorizing refunds of inheritance taxes in 
Wisconsin paid on gifts made within six 
years before death. This bill was intro- 
duced following a long court fight ex- 
tending into the United States Supreme 
Court, in the case of Ferdinand Schles- 


| inger, Milwaukee iron and stee! magnate, 


Eubank and Mr. | 


leading | 


who carried nearly $1,500,000 of life in- 
surance, largely it was believed to pro- 
vide for inheritance taxes. 

The heirs paid $295,000 inheritance tax 
under protest to Wisconsin after the 
state assessed the amount on gifts to six 


| children made within six years of Schles- 


ize all-star speaker programs on a large | 


scale. Life insurance experts from all 
parts of the country were imported to 
address these meetings which were open 
to all who wished to take advantage of 
them. Mr. Eubank in particular was one 
of the first to point out and develop the 
great possibilities of closer cooperation 
between trust companies and life insur- 
ance organizations. 

During July, its first month as _ suc- 
cessor of Hart & Eubank, the Eubank 
Aetna agency wrote $4,635,000 and paid 
for more than $3,475,000, in addition to 
more than $1,000,000 of group. While 
no statement is forthcoming at present, 
Mr. Eubank intimated that an announce- 
ment concerning his future activities will 
be made shortly. 


inger’s death. The United States Su- 
preme Court ruled that the six-year pro- 
vision was invalid, and declared similar 


provisions in other states void. 


The bill just vetoed provided persons 
who have paid inheritance taxes under 
the invalid section of the law to petition 
for and obtain refunds. The Schlesinger 
heirs have been reimbursed by the state 
under the supreme court decision. 


Life Netes 


The Union Labor Life has been 
ted to Maine. 

The St. John & Carter general agency 
of the Equitable Life of Iowa will move 
from the fifteenth floor of the Equitable 
building in Des Moines to the second, 
the change to give the agency larger 
quarters. The space vacated will be oc- 
cupied by the educational department of 
the Equitable of Iowa. 


admit- 
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INSURANCE COMPANY 
ATLANTA, GEORGIA 


RN STATES LIFE 
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HE Southern States Life, organ- 
ized in 1906, has an enviable 
record—21 years of honorable and 
successful relations with agent 
and policyholder. 


During this time the company has 
been cultivating and serving well 
its field—Dixie. 


Today there is opportunity in 
Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
Southern States has an attractive 


proposition. 
































What Every 
Insurance Man Knows! 





The purpose of all insurance is to protect 
surplus earnings. 


Life and Accident insurance protects future 
surplus earnings. 


Property insurance—fire, liability, etc., pro- 
tects past surplus earnings—accumulated 
wealth. 


The well-informed agent can give service on 
all lines. 


The well-managed organization can under- 
write all lines. 


The Continental agent and the Continental 
organization are multiple-line in principle 
and practice. 





Continental Casualty Co. 
The Continental Assurance Co. 


H. G. B. ALEXANDER, President 
CHICAGO, ILLINOIS 
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ONE HUNDRED MILLION 


Insurance in Force 


THE COLUMBUS MUTUAL | 


expects to reach this goal of all young companies early in 
August. 


The Company has operated under the original officers 
almost without change for nineten years. All business on 
our books has been placed there DIRECT BY OUR OWN 
AGENTS. No consolidations have been made with other 
companies. No pools have been entered into. NO RE- 
INSURANCE has been accepted. 


The Company, the Agency Contract, the Agency 
Service, the Policy Contracts and the cost of Insur- 
ance are EXCEPTIONAL. 








If you are seeking a connection and desire to work | 
under ideal conditions come with us and help place the 
Second Hundred Million on our books. 


The Columbus Mutual Life 


Insurance Company 


580 E. Broad Street, Columbus, Ohio 
Cc. W. Brandon, President D. E. Ball, Vice-President and Sec’y. 
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NATIONAL LIFE INSURANCE COMPANY 
OF THE UNITED STATES OF AMERICA 


A M JOHNSON. Cuammanortea@oase CHICAGO .........--- ROBERT D LAY. Presoant 
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‘I’m going to college some day because Dad has an 
educational endowment policy in The Travelers’”’ 


THE TRAVELERS 


THE TRAVELERS INSURANCE COMPANY THE TRAVELERS INDEMNITY COMPANY ‘THE TRAVELERS FIRE INSURANCE COMPANY 
LIFE L. F. BUTLER, PRESIDENT FIRE 
ACCIDENT Hartford, Connecticut WINDSTORM 


LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, GROUP, BURGLARY, PLATE GLASS, AIRCRAFT, MACHINERY, INLAND MARINE 
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